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Nautical at Nash 
No Mid-Seasoners 
IHC at Top 
Col. Tex Simpson 
Naiming Ho 
Fellow Statesmen 
em | 


By 
Chris Sinsabaugh 


CANNING the automobile hori- 
zon from his own particular 
crow’s nest in Kenosha, Earl Mc- 
Carty, president 

of Nash, sees 

nothing but fair 

weather ahead 


for the balance | @ 


of the current 


selling season so | 


far as his prod- 
uct is concerned. 


oe 
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NEW GM WEST COAST PLANT which was dedicated in Los Angeles May 23. President Alfred P. 
| Sloan jr., and a party of General Motors executives were in attendance at the opening ceremonies of the 


Consequ embly,}.¢2,500,000 assembly unit. This airplane view shows the administration building, the assembly plant, the 


the column is 
empowered to 
state there will 
be no mid-sea- 


E. H. McCarty 


son models this year for either | 


Sloan Urges 3-Point Plan 


Nash or LaFayette; that at the 
present time the factory is not 


contemplating any new-model an- | 


nouncements until the New York 
show, or just prior thereto. Which, 
being feed-box information, should 
set at rest the minds of the com- 
pany’s distributors and dealers. 
The House of Nash, it will be 
remembered, brought out its “400” 
line of Nashes last May and in 
July introduced the new LaFay- 
ette, refining both at show time. 


* * * 


AT KENOSHA only the other 
day I boxed the compass with the 
president, who studied his charts 
and then reported that April re- 
sults helped him make his de- 
cision. And all signs point to 
June, July and even August help- 
ing materially in making this an 
exceptionally good year for Nash 
and LaFayette. Factory shipments 
of 7,012 units in April exceeded 
those of any month since October, 
1930, and surpassed any previous 
April since 1929 and the McCarty 
pencil worked out an increase of 
73.2 over April, 1935, and 25.3 over 
March, 1936. And right now the 
barometer needle shows fair 
weather everywhere in this coun- 
try, while in Canada, up to May 
1, over 24 per cent more cars 
were sold than during the entire 
year of 1935. 


* * *# 


NASH’S FIRST QUARTER in- 
cludes December, January and 
February, when there was an in- 
crease of 34.49 per cent this time 
over the same three months in 
1935. The industry’s increase was 
27.73. Verb sap. 

So much for sales in that 
quarter. Now to peek at the com- 
pany’s financial statement for the 
period. That shows that after de- 
dycting manufacturing and ad- 
ministrative expenses and provid- 
ing for state and federal taxes 
there was a net profit of $72,372.04 


(Continued on Page 12, Col. 1) 


Outlines Program 
Of Nat. Economy 
At Los Angeles 


LOS ANGELES. — A 





three-point program of na- 
tional economy was outlined 
here tonight by A. P. Sloan, 


president of General Motors 
at the annual banquet of the Los 
Angeles Chamber of Commerce, 
which was in the form of a trib- 
ute to many divisions of the auto- 
motive industry which have fac- 
tories on the coast. The banquet 
was held on the eve of the dedi- 
cation of the new $2,500,000 as- 
sembly plant of General Motors, 
which will be celebrated this 
afternoon. 

With Chevrolet and Ford fac- 


Ask Republicans 
To Write Trade 
Policy in Plank 


DETROIT.—In order that the 
tariff issue may take its place as 
a nonpartisan economic question, 
delegates to the Republican Na- 
tional Convention were requested 
today in a statement signed by 
Alvan Macauley, president of the 
Automobile Manufacturers’ Assn., 
to write into the patform of that 
party a plank approving the 
principles of reciprocal trade 
agreements with foreign coun- 


(Continued on Page 2, Col. 5) 


three-eighth-mile testing track and the loading docks in the upper left. The new plant will add nearly 


50,000 units to the total of California-made passenger cars and trucks. 


tories located in the shadow of 
San Francisco and with similar 
plants set up here by Ford, Plym- 
outh, Studebaker and Willys- 
Overland, the General Motors’ 
operation will add from 40,000 to 
50,000 units to an estimated an- 
nual total of a quarter of a mil- 
lion California- built cars 
trucks. Besides these car-manu- 
facturing plants, Firestone, Good- 
year and Goodrich are building 
tires for west coast consumption 
in Los Angeles, while there are 
several parts and accessory man- 
ufacturers represented in the 
same way. 

Declaring that America is at 
the cross-road, Sloan said that 
there are millions of people in 
this country today who want to 
buy new cars. The problem, he 
said, rests in making it possible 


The Top Ten 


Passenger Cars 


First Ten in Registrations 
for Two Months Plus 48 
States in March and 33 
States in April as Reported 
in ADN Today. 

1936 1935 
| Pos. Make Pos. 
1—259,998 Chev. 152,267— 2 
2—204,639 Ford 261,157— 1 
38—122,853 Plym. 110,009— 3 
4— 60,637 Dodge 48,129— 4 
5— 49,497 Olds. 37,586— 5 
6— 40,961 Pont. 36,257— 6 
7— 36,718 Buick 16,444— 8 
8— 25,787 Huds.* 19,805— 7 
9— 16,562 Stude. 10,411—10 
10— 14,757 Chrys. 11,611— 9 
*Includes Terrapljane. 

Total All Makes 
$83,716 736,047 


Sce Total Registrations to Date, 1936. 
1935, pages 24 and 25, this issue. 








and: 


for these people, through a reduc- 
tion in prices and increase in the 
number of men employed and a 
wide spread between earnings of 
individuals and the cost of neces- 
sities. To accomplish this he out- 
lined the following program: 

Continuation of the move to 

reduce costs and prices 
through improvement in produc- 
tion technique and greater mech- 
anization. 

Accepting competition rather 

than bureaucracy as the best 
means of regulating industry. 
Adoption by industry of reason- 
able standards of conduct, such 
as fair trade practices, minimum 
wages and the like. 

Industry should strive for a 

more economic balance of na- 


(Continued on Page 24, Col. 1) 





April Production 
Totals 527,726 
For U. S., Canada 


Exceeds ADN’s Estimate, 
Made Early in Month, 
By 12,726 Units 


By BILL CALLAHAN 


DETROIT .—With the 
combined production of pas- 
senger cars and trucks in 
the United States and Can- 


ada reaching a total of 1,- 
655,057 units for the first four 
months of the year, Alfred Reeves, 
vice-president and general man- 
ager of the Automobile Manufac- 
turers’ Assn., today predicted that 
output during the first six months 
would total 2,575,000. This would 
be a record figure for any like 
period in the history of the indus- 
try, with the exception of 1929. 

Figures released by the Automo- 
tive Division of the Department of 
Commerce today put  produc- 
tion in the United States and Can- 
ada for April at 527,726 as com- 
pared with the ADN estimate of 
515,000. The April output of pas- 
senger cars in the United States 
was 417,133 units against 345,167 
in March. Canadian production 
of passenger cars during April 
was 20,247 against 14,488 in March, 
bringing the combined total for 
passenger cars for April to 437,- 
380 units, compared with 359,655 
in March. 

Production of trucks and com- 
mercial cars in the United States 

(Continued on Page 2, Col. 1) 


Cc. R. MeDonald — 
Harvester Vice-President 


CHICAGO.—C. R. McDonald is 
announced as the new vice-presi- 
dent of International Harvester 
in charge of manufacturing. He 
succeeds Albert A. Jones, who has 
retired because of ill health. Mc- 
Donald has been with Interna- 
tional Harvester for 41 years and 
in charge of the production de- 
partment since 1929. 





Chrysler Spends $6,000,000 
For Workers’ Wage Raise 


DETROIT.—Chrysler Corp. an- 
nounced Tuesday a new and in- 
creased wage scale for shop em- 
ployes to be made effective on 
June 1. The increases will vary 
for the different classifications of 
labor. 

In the aggregate, the increased 
labor cost to the company will ap- 
proximate $5,000,000 to $6,000,000 
a year, the announcement said. 
The new scale, it is estimated, 
will represent, after the necessary 
adjustments are made, an average 
hourly wage increase of approxi- 
mately 5 per cent. 

President K. T. Keller stated 
that the action was the “third 
general increase in hourly wages 
since August, 1933, in addition to 


which a_ special distribution, 
amounting to $2,300,000 was made 
to all employes Feb. 14, 1936. 
Reviewing these adjustments of 
the last few years, Keller’s an- 
nouncement pointed out that in 
August, 1933, all hourly rated em- 
ployes of the corporation received 
increases aggregating 20 per cent. 
“In March, 1934, the hourly 
rated employes received a further 
increase of 10 per cent,” the an- 
nouncement said. “This brought 
hourly rates back to a level slight- 
ly higher than prevailed prior to 
the beginning of the depression 
in 1929. The report recently is- 
sued by the United States Bu- 
reau of Labor Statistics for April, 
(Continued on Page 2, Col. 8) 





(Continued from Page 1) 


during April totaled 85,642 with | 
the Canadian total being 4,704. 
These figures compare with 79,404 
U. S. and 3,486 Canadian in March 
and give April'a combined U. S.- 
Canada total of 90,346. 

On this basis the production 
of passenger cars for the U. S. 
and Canada during the first 
four months of the year reached 
a total of 1,345,527 against 1,329,- 
321 in 1935. Commercial car pro- 
duction during the first four 
months of this year reached a 
total of 309,530 units as compared 
with 281,434 in the same period 
last year. 

Viewing the commercial car pro- 
duction figure for the first four 
months, Reeves predicts that 500,- 
000 commercial cars will be built 
during the first half of this year, 
setting a new all-time record for 
commercial car output in the his- 
tory of the industry. 

Reeves predictions seem well 
grounded when it is considered 
that close to 1,000,000 cars and 
trucks will be turned out during 
May and June. 


Bendix Safety 
Meeting Starts 


At South Bend. 


SOUTH BEND, , Ind. —The van- 
guard of the Bendix highway 
safety convention, which promises 
to be one of the most interesting 
traffic safety gatherings ever 
staged, arrived here, Friday. More | 
than three score Bendix distribu- | 
tors from the far west wheeled | 
into town and began crowding the | 
hotels. Four hundred delegates | 
from all parts of America have | 

made reservations for the 
meetings. 

The convention will open offic- | 
ially on Monday morning with 
an address of welcome by Vincent 
Bendix and a radio broadcast by | 
Gov. Paul V. McNutt, of Indiana. | 
Other speakers on Monday’s pro- 





grams are Donald Stive, state | 
safety director; Col. Fred Dennis, | 
Bendix director of safety; David | 
Beecroft, Herbert L. Sharlock, | 
Mayor Geo. W. Freyermuth, and | 
other civic and business leaders. | 
Scheduled for four days, the con- 
vention will come to a close on | 
Thursday night with a banquet. | 

During the week all types of | 
highway problems and the many 
Bendix devices for making auto- 
mobiles start, run and stop better 
and more safely will be covered 
in detail. 

This city has designated next 
week as “Safety Week” and May- 
or Freyermuth has asked all 
motorists to have their cars in- 
spected at the free Bendix safety 
inspection lane. 


Kettering to Celebrate 


Millionth Diesel Mile 
CHICAGO.—With Charles F. 
Kettering, vice-president of Gen- 
eral Motors in charge of research, 
as the principal speaker, the Chi- 
cago Assn. of Commerce will ob- 
serve the millionth mile of serv- 
ice by diesel-powered streamline 
locomotives at a luncheon, May 
27, in the Palmer House. Officials 
of the Electro-Motive Corp., Gen- | 
eral Motors subsidiary, and the| 
Burlington railroad will be honor 
guests of the association. 


George H. ait Mamed 


Stutz Chief Engineer | 
INDIANAPOLIS.—Marvin E. | 
Hamilton, president of the Stutz 
Motor Car Co. of America, Inc., | 
has announced appointment of | 
George H. Freers as chief en- 
gineer in charge of all Pak-Age- 
Car activities. 
Freers served in the engineer- 
ing department of the Interstate 
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eyes Sees Ist Half Production at 2,575,000 Units 


April Output Totals 527,726 
Cars, Trucks for U.S.., Canada 


U. S. Motors, 
Alden 


Automobile Co., 
Packard Motor Car Co., 


Sampson Truck Co. and the Mar-| 


mon Motor Car Co. He is a mem- 
ber of the Society of Automotive 


Engineers and one year held the} 


chairmanship of the Indiana Sec- 
tion of that organization. 


With the Marmon Company he 
successively held the positions of 
chief draftsman, chassis engineer, 
assistant chief engineer and chief 
engineer. Among the interesting 
phases of Freer’s experience was 
his collaboration with Howard C. 
Marmon, in the design of an ex- 
perimental car with a tubular 
backbone and all wheels independ- 
ently sprung. This advanced de- 
sign included a _ multi-cylinder, 
wet sleeve, aluminum engine. 


Strikers Close 
2 More Shops 


In Washington 


WASHINGTON. —Washington’s 
strike front lengthened this week 
when the mechanics of two more 
shops laid down their tools, bring- 
ing the total number of strikers 
to more than 150, and the number 
of dealers affected to eight. The 
establishment of a ninth dealer 
has been picketed, but his me- 
chanics have not yet walked out. 


A hectic week in local automo- 


tive trade circles was climaxed | 


large ad-| Commerce for special 


by the appearance of 
vertisements in the newspapers 


stating the position of the Wash-| 
Trade Assn. | 


ington Automotive 
and certain other non-affiliated 
dealers who approve the associa- 
tion’s open shop policy. 

Most of the shops affected are 


operating, but with reduced staffs. | 


instance the shop of a 
large dealer—the Ourisman Chev- 
rolet Sales Co.—has been virtually 
closed since the beginning of the 
strike. 

Union officials are demanding 
a higher wage scale and also 
union recognition, which the 
trade association thus far 
steadfastly refused to give. 
latter point, the dealers assert, 
| the basic issue. 

No conferences 


| In one 


The 


have as yet 


been held between representatives | 
| of the 


dealer organization and 
the union, it was stated at 
WATA headquarters. 


‘Reo Official Sees Bigger | 


Truck Sales in Australia 


LANSING.—Conditions in New 
Zealand and Australia are ripe 
for a substantial increase of busi- 
ness in the truck and bus trans- 
portation fields according to E. 
G. Poxson, president of the Reo 
Sales Corp., who has just returned 
from an extensive trip in those 
two countries. 

“Several factors point to the 
truth in the statement that there 
is a growing truck and bus mar- 
ket, particularly in Australia,” 
Poxson states. “For one thing, the 
country is slightly larger than 
continental United States and con- 
stant transportation must 
maintained not only between its 
few large cities, where 50 per cent 
of its population is centered, but 
between these cities and the im- 
mense sheep stations or ranches 
in the interior. 

“Distances are great between 


| these centers. Yet at present there 


is no adequate means of freight 
communication. A variation of 
narrow, standard, and_ broad 
gauges in the railroads, changing 
at nearly every state line, makes 
freight charges by rail prohibi- 
tive, and boats take a long time 
to get between points. Since haul- 
ing requirements are very large, 
it naturally leaves the field wide 
open for trucks and buses.” 





|ment of Plymouths 


has | 


is | 


be | 








DETROIT’S IMPORTANCE as a “seaport” was emphasized by 
this boatload of Plymouths and other Chrysler Motor cars which 
sailed for Stockholm by way of the Great Lakes and the St. Lawrence 


River. 


The Norwegian freighter “Korsfjord” picked up the banner 


cargo of 350 automobiles, half of which were Plymouths, marking 
Chrysler Corp.’s largest single overseas shipment direct from Detroit. 
The record boatload sailed during the week designated by the U. S. 


wincinlnenai of Commerce as national es Trade Week.” 


Record Ex port Shi pment 


Leaves Detroit tor Sweden 


DETROIT. — A ‘record foreign 
shipment of automobiles by boat 
direct from Detroit marked Na- 
tional Foreign Trade Week here, 
coinciding with the period desig- 


nated by the U. S. Department of | 


emphasis 
on international trade. 


The banner boatload left here | 
aboard the Norwegian Freighter | 


“Korsfjord,” bound for Stockholm 
with the largest overseas ship- 
and other 
Chrysler Motors cars ever sent 
direct from Detroit. 

The ship sailed Wednesday 
from the Detroit Harbor Terminal 
with a record export cargo of 350 
ears, half of which were new 
Plymouth models. 

Chrysler Corp.'s previous record 
for single overseas shipments di- 
rect from Detroit was a boatload 
of 250 Plymouths and 
Chrysler Motors cars which went 
to Europe by way of the St. Law- 
rence River during the summer of 


1935. Wednesday’s shipment was | 


to two Chrysler Corp. 
distributors in Stock- 
Svenska Bilfabriken 


confined 
overseas 
holm, the 


|} and Philipsons Automobil. 


In acknowledging the impor- 
tance of the automobile industry 


in foreign trade, the Department | 
of Commerce reported that 90 per | 


cent of all automobiles now in 


operation throughout the world | 


were built in the United States. 
The dollar value of automobile ex- 


| ports during 1935 was in excess 


of $227,000,000. 


Chry as Gives 
Wage Increase 


Of $6,000,000 


(Continued from Page 1) 
1936, showed that living costs in 
the Detroit area were 15.7 per 
cent less than those which pre- 
vailed in 1928-29. 

“In March, 1934, the company 
also began a gradual change from 
piece rate and group bonus to 
hourly rate payment, which was 
completed that year. 

“In April of 1935, at the time 
the existing rate classifications 
were established, an adjustment 
upward was made in the rates 
of a great many employes in each 
classification. In September, 1935, 
the minimum rates for male em- 
ployes were increased to 60 cents 
an hour, and the minimum rates 
for female employes were in- 
creased to 52 cents an hour, ex- 


© 


other | 








cept for male and female ap- 
prentices. 


“With improved conditions this | 


year, the corporation found it pos- 


sible on Feb. 14 to make a special | 


disbursement to all of its em- 
ployes amounting to $2,300,000. 


“It was also felt that condi- 


tions warranted the adoption at} 


a higher scale of 
the existing wage 


this time of 
wages than 
rates. 


“Last year alone the corpora- 


tion paid out in wages and sal-| 


aries $92,000,000, and this year, to 
date, the payroll is running in 
excess of last year. 


“This corporation’s hourly rate, 
prior to today’s increase, was al-| 
| ready considerably higher than it 


and we are able to 
position by good 


was in 1929 
maintain this 


loyal work on the part of the em- | 


ployes, together with good man- 
agement, strong financial struc- 
ture, good designs, the best man- 
ufacturing facilities, excellent 
sales and dealer organizations, 
great advertising expenditures and 


the close co-operation of all con-| 


cerned to make Chrysler prod- 
ucts outstanding. 


“Chrysler has also devoted a | 
of attention and| 
thought to the problem of mak- | 


great deal 


ing employment in its plants more 
steady. It has made and is still 
making every effort to increase 
the work opportunity for the em- 
ployes. We early advocated the 
fall introduction of new car mod- 
els, which tends to stimulate sales 
during the period of the year 
when work is most urgently 
needed. Also, to stabilize employ- 
ment, we have, at considerable 
additional expense, built up large 
banks of parts and units in ex- 
cess of actual requirements dur- 
ing slack seasons, thereby giving 
more continuous employment to 
our regular employes and doing 
much to lessen the addition of 
casual employes on our payrolls 
during the peak season. 

“We are glad the present earn- 
ings of the corporation make pos- 
sible the increase. We thank the 
employes for their co-operation 
and loyalty and are confident they 
will continue to co-operate and 
thereby help to make it possible 
to maintain the present increase.” 


Re-elect Officials 

CHICAGO.—AII of the officers of 
the Yellow Cab Co. were re-elected 
at a directors’ meeting in Chicago 
this week. They include Benjamin 
Samuels, president; Thomas B. Ho- 
gan as vice-president, 
Beeze as secretary-treasurer. 








and R. H. 


Ask Republicans 
To Write Trade 
Policy in Plank 


1) 


tries. The Democratic party al- 
ready is on record. 

Serving the needs of the na- 
tion as a whole, the policy of ne- 
gotiating reciprocal trade agree- 
ments was held, in the communi- 
cation to the Republicans, to pro- 
mote not only a two-way expan- 
sion of foreign commerce but also 
to benefit domestic production and 
employment. 

The automobile industry stated 
the belief that: “The export of 
American manufactured goods 
should be maintained for the di- 
rect and positive advantages that 
such exports provide, 

“The export of American agri- 
cultural surpluses should be pro- 
moted, so that the farmer may 
raise more and sell more, and be- 
come, in consequence, a _ better 
customer for manufactured goods 
in the U. S., with a higher stand- 
ard of living, 

“The import of goods into the 
United States should be promoted 
on a competitive basis so that 
the customer may benefit and so 
that adequate dollar exchange 
may be created for our vitally im- 
portant exports,” and that 

“The reciprocal lowering of 
tariffs is necessary to these ends.” 

The statement was based upon 
the recommendation of the export 
managers’ committee and is the 
result of action by the board of 
directors. 

“The automobile industry,” the 
statement said, “believes in a ra- 
tional protective tariff policy, but 
maintains the view that the tariff 
policy of the United States should 
be in harmony with sound eco- 


(Continued from Page 


| nomic principles, and predicated 
|}upon the two-way expansion of 


our foreign commerce.” 


Walker Heads 


Detroit Dealers 
As President 


DETROIT.—Thomas H. Walker, 
president of Walker Motors and 
sales manager of the Aaron De 
Roy Motor Car 
Co. (Hudson 
distributor), vet- 
eran of all auto- 
mobile retailers 
in Detroit, was 
elected presi- 
dent of the De- 
troit Auto Deal- 
ers’ Assn. at the 
annual meeting 
last week at the 
Wardell Hotel. 

Peter J. Platte, 
another of De- 
troit’s well known retailers, was 
elected vice-president; Louis Rose, 
secretary, and David J. Griffith, 
treasurer. 

New members of the board in- 
clude Harry A. Kaufman, presi- 
dent Chrysler-Detroit Co.; Charles 
W. Hathaway, manager of the 
Cadillac-Detroit branch, and Lee 
W. Force of the Reo- Detroit 
Sales. 


Thos. P. Hen ry Elected 


To Highway Conference 


WASHINGTON.—Thos. P. 
Henry, president of the American 
Automobile Assn., has been 
elected a member of the advisory 
committee and vice-chairman of 
the National Highway Users’ Con- 
ference, with headquarters here. 

The office had been made va- 
cant by the recent death of 
Ernest N. Smith, who was execu- 
tive vice-president of the AAA 
and had served as vice-chairman 
of the conference since its incep- 
tion in 1932. 

Henry has been president of 
the American Automobile Assn. 
during the past 13 years. 


Tom Walker 





All Stop ‘Plan Approved by AAA Safety Engineer 


Shows Interest 
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in Work; 


Asks Continued Promotion 


DETROIT.—Tentative approval 
of the All Stop Safety program 
for dangerous but not heavily 
traveled intersections advocated 
by Automotive Daily News has 
been expressed by Burton W. 
March, director of the safety and 
traffic engineering department of 
the American Automobile Assn., 
who declares “The All Stop idea 
has much merit for use at many 
intersections in the country.” 


The All Stop safety signals were 
proposed by ADN as a solution 
to the problem created by the 
many useless stop-lights scattered 
throughout the U. S. That these 
standard lights fail in their pur- 
pose is shown by accident analyses 
which reveal a high percentage of 
accidents at the very intersections 
marked by these red and green 
stop and go lights, both in urban 
and rural districts. 


All Drivers Must Stop 


The All Stop plan calls for the 
designation of any dangerous but 
not heavily traveled intersection 
by an “All Stop” signal which 
would indicate to all drivers com- 
ing from either direction that 
they must come to a full stop and 
proceed in gear to the other side 
of the intersection. 


These All Stop. intersections 


would be universally designated 
by a checkerboard red and white 
sign by day and by rapidly flash- 
ing red and white lights at night. 
Warning signs several 


Oldest Chevrolet Owner | 
Presented with New Sedan 


hundred 


DETROIT. — Mr. and Mrs. | 
Hiram H. Dohner, of Quentin, | 
Pa., returned home Friday after | 
a three-days’ visit here as hon- | 
ored guests of the Chevrolet Mo-| 
tor Co., which awarded them a 
new sedan in exchange for the} 
1913 Chevrolet Royal Mail road-| 
ster they have been driving for 
22 years. Their old car had been 
adjudged the winner in a coun- 
tryside contest to discover the| 
oldest Chevrolet licensed and in 
regular use as a passenger car. | 

Dohner, who is 70 years old, | 
and his wife, Mary, age 73, were | 
reluctant to part with their old| 
car, even in exchange for a 1936) 
Chevrolet trunk model sedan, 
equipped with every worthwhile 
accessory. 

In 250,000 miles of driving, dur- | 
ing which his Royal Mail served 
with never a let-down, Dohner 
has become fond of the car. It 
had associations, and plenty of 
them; it had served him well, and 
he didn’t want to turn it over to 
strangers. (Dohner is the kind of 
man who provides a life of ease 
for a faithful horse when it gets 
to old to work.) In fact, Dohner 
declined to give up his old car 
until he was assured by Chevro- 
let officials that it would be hon- 
ored and preserved, for exhibi- 
tion as an example of what an 
automobile will do if it receives 
painstaking care and mainte- 
nance. 

Chevrolet officials, who wish 
that all motorists would give their 
cars the same kind of care that 
Dohner gave his, turned the new 
car over to the Dohners Thurs- 
day morning in the General Mo- 
tors bldg. showroom, The presen- 
tation was made by M. E. Coyle, 
president and general manager. 
Arrangements were made to have 
the car driven to Quentin for de- 
livery—a precautionary measure, 
since the 1936 model handles so 
differently from the 1913 car, and 
Dohner is not used to driving a 
car that responds to the throttle 
with the getaway of a rocket. 

Their trip to Detroit marked 
the first time that the Dohners 
had traveled more than 100 miles 





| ecutives of Chevrolet 


feet from the signals would indi- | 
cate to the driver that he was ap- 
proaching an All Stop crossing 
and give him ample time in which 
to bring his vehicle to a halt. 

When the plan was published in 
ADN, it attracted immediate and 
favorable attention from readers 
all over the country. It was sub- 
mitted to the AAA for considera- 
tion and the initial reaction of 
this body to the plan has been 
expressed by Director Marsh. 

“This is a subject in which I 
am keenly interested,” the engi- 
neer declares, “and I think well 
of your idea for application in 
quite a number of places, where, 
I believe, it will prove satisfac- 
tory. 

“The general idea of ‘All Stop’ 
signals for intersections has been 
under consideration for some 
time. Leon R. Brown of the New 
York State Railways, Rochester, 
N. Y., a member of the Institute 
of Traffic Engineers, wrote a tech- 
nical and rather descriptive paper 
on the subject back in 1932. I was 
among those who were rather 
skeptical of how it would work 
out. It was my belief that at cer- 
tain intersections the _ vehicles 
would ‘back up’ as each one came 
to the intersection and stopped, 
and that the drivers would not | 
know who was to go ahead, and | 
that the situation would be a sort | 
of an inconclusive proposition as 
to who moved after all stopped. 
As a matter of fact, the plan does 
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from their home village, in the} 
Lebanon county Pennsylvania | 
Dutch region, They came by way 
of Niagara Falls, which they had | 
always wished they could see. 

The Dohners arrived Wednes- 
day. The car presentation was| 
made Thursday morning, after 
which Mr. and Mrs. Dohner were 
honor guests of President Coyle 
at a luncheon and met many ex- 
and Gen- 
eral Motors. Sightseeing enter- | 
tainment took up the rest of their | 
time here. 





PROPOSED 


| | 
ALL STOP 
SIGNALS 


CROSSING LIGHT 





7 < 
F WARNING 
LASHING LIGHTS SIGN 


ABOVE IS THE ALL STOP 
safety signel for use at danger- 
ous but not too heavily traveled 
intersection, 








work somewhat that way, but not 
much harm is caused. Further- 
more, I was doubtful as to how 
it would operate if traffic were 
reasonably heavy. However, I per- 
sonally saw it in operation at a/| 
very busy intersection with quite 
a number of lanes of traffic in 
each street, in. Los Angeles, and 
it worked out quite satisfactorily. 


Idea Has Real Merit 


“T certainly think your idea has 
real merit. I would like to offer, | 
further in line with your idea, the 


Correction 





| you 


suggestion that you look over cer- 
tain sections on the Manual on 
Uniform Traffic Control Devices, 
developed by the National Con- 


| ference on Street and Highway 


Safety. I am confident that you 
will find several things in this 
manual that will be of consider- 
able interest to you. For one thing 
there are requirements definitely 
set forth, below which Stop-and- 


| Go signals should not be installed. 


Many community officials con- 
cerned with traffic are already 
using this National Conference 


| manual as a guide in their traffic 


work. The minimum requirements 
or warrants for the installation of 
traffic control signals are _ so 
clearly set forth that there won’t 
be any signals set up where there 
shouldn’t be, if the recommenda- 
tions of the manual are followed. 


“... The signals at relatively 
light traffic intersections, about 
which you have many good rea- 
sons to complain, can be very 
easily changed in their operation 
so as to have exactly the same 
purpose and effect as you would 
have them, that is, a required 
safety stop by traffic from all 
directions. The change involves 
placing the traffic signal on flash- 
ing red operation in all directions. 
This is a National Standard for 
Stop-and-Go signals. However, it 
is not used in every state but 
could be easily made so with some 
help from keenly interested per- 
sons such as yourself. In some 
cases this transfer from normal 
stop and go signal operation to 
flashing red in all directions 
would require some _ relatively 
minor changes in the timer mech- 
anism but in any case it would 
not be very expensive. 

... 1am glad to know that 
also advocate the idea of | 
using an ‘advance warning’ sign. 
The need of advance warning 
signs is covered in the manual in | 


many places and relates not only | 


y. 


O. L. Arnold Clyde M. Roby 

In last week’s issue, the cut of | 
Clyde M. Roby, newly appointed 
eastern sales manager for Nash, 
was incorrectly captioned O. L. 
Arnold. Arnold was named west- 
ern sales manager at the same| 
time. ADN regrets the error, and 
reprints herewith the photographs | 
of Arnold and Roby. | 


to stop requirements but also to | 
some of the more important signs. | 
Here again your idea of the use| 


| of advance warning signs is ex- | 
| cellent and right up in line with | 


the best thought on the subject. 
Want Standard Signs 

“I do think your ideas can be | 
accomplished within the frame- | 
work of the national standards... 

“... There is a very strong 
feeling among traffic specialists | 
throughout the country that every 
effort should be made to keep to a | 
minimum the number of different | 





AFTER TWO DAYS’ entertainment, Mr. and Mrs. Hiram H. Dohner, winners of the “Oldest Chev- 
rolet Contest” are on their way home in the new car which M. E. Coyle, Chevrolet president, is present- 
ing to them. In the picture also is the 23-year-old Chevrolet which Dohner has driven since 1913. 
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kinds of signals, signs, symbols 
and indications for which the 
motorist must learn the mean- 
ings.” 

Marsh concludes with repetition 
of the statement that the ADN 
All Stop idea has much merit and 
adds: 

“I am pleased to know that you 
are deeply interested in this sub- 
ject and hope that you will con- 
tinue to work for and promote it.” 

[Epitor’s Notre: You will find 
more about the All Stop suggestion 
in G. M. Slocum’s column, “—a Word 
in Edgewise,” on page 6 in this 
issue. ] 


Motorists’ Win 
Tax Battles In 
Three States 


NEW YORK.—Adjournment of 
the legislatures in three states 
this week marked tax victories 
for motorists in each. The New 
York legislature in the last few 
days of a regular session reduced 
the gasoline tax one cent a gallon, 
and, beginning July 1, 1936, the 
state levy will revert to three 
cents a gallon. A proposal to tax 
lubricating oil was killed by the 
Kentucky legislature before ad- 
journment, while in a special one- 
day session the New Hampshire 
legislature defeated a move to 
increase the state gasoline tax 
one cent a gallon. 

The battle to reduce the New 
York state gasoline tax began 
shortly after the first of the year 
when the legislature convened. 
Protests against the tax coming 
from motorists, automobile clubs, 
farm groups, truckmen, oil deal- 
ers and other highway users were 
so strong that the state budget 
was finally trimmed to permit the 
reduction. As a result, motorists 
will save $15,000,000 a year. 

In New Hampshire a special 
one-day session of the legislature 
was called to consider means by 
which funds could be raised to re- 
pair flood damage throughout the 
state. The governor’s reconstruc- 
tion council had recommended 
that an additional cent be added 
to the present four-cent gasoline 
tax to raise this money, but the 
proposal was killed in the legis- 
lature and the reconstruction will 
be financed by a three-year ex- 
tension of a current bond issue. 

Motorist in Kentucky not only 
were given a measure of relief 
through passage of a bill defer- 
ring registration until Mar. 1, but 
lubricating oil tax of eight 
cents per gallon introduced in the 
house was reduced to four cents 
by that body before the bill was 
finally killed in the Senate. Dur- 
ing the session the Kentucky leg- 
islature also passed a memorial 
to Congress asking that the fed- 
eral gasoline tax be eliminated. 


Reo Announces New 


Economy Overdrive 


LANSING.—Among the advan- 
tages claimed by the Reo Motor 
Car Co. for the new overdrive 
transmission now available at 
slightly added cost on all current 
Flying Cloud models, are: Saving 
up to 25 per cent on gasoline, oil 
and engine wear and quieter, 
smoother operation. 


Racing Ralph DePalma 


Becomes Packard Dealer 


DETROIT. Ralph DePalma, 
retired veteran of the automobile 
speedways, has been appointed by 
the Packard Motor Car Co. as its 
dealer at Lafayette, Ind. He will 
operate his dealership under 
Preston Tucker, Packard distrib- 
utor at Indianapolis. 


Pittsburgh Plate 


PITTSBURGH.—At the meeting 
of the board of directors of the 
Pittsburgh Plate Glass Co., held in 
New York, May 20, the regular divi- 
dend of 50 cents a share was de- 
clared for payment July 1, 1936, to 
stockholders of record at the close 
of business June 10, 1936. 
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ST. LOUIS.—The old question 
of what a dealer will offer for a 
used car has been put to a test 
here by the Greater St. Louis 
Automotive Assn. 

Three cars of various vintages 
were placed in the hands of three 
specially chosen operators to con- 
tact with dealers for appraisals. 
In all, 51 dealers were contacted 
and offers to trade the cars in 
show almost as many different 
prices as there were dealers given 
an opportunity to bid on 
cars. 

The first car was a 1930 six- 
cylinder coupe listed in the NADA 
used car book at $115. Twenty- 
four dealers were given an op- 
portunity to make an allowance 
on the car in trade for what- 
ever car the dealer represented. 
Twenty-four offers were made, 
the lowest being $135 and the 
highest $240, with a variance of 
$105 from the low to the high. 
Three bids were under $150, 13 
bids were between $150 and $200 
and eight offered to take the car 
in at prices over $200. The aver- 
age of all the allowances was 
$122. 


The second car was a 1929 se- | 


dan. The price named in the book 
was $78. In all, 41 dealers were 


contacted. Two offers were made} 


at less than the book listing, 
one being as low as $65, and three 
appraised the car under $100. 


Twenty-one dealers were willing | 
to take it in on appraisals of less | 
than $125. Two felt they could of- 
| dealers on car B and 22 on car C 


fer between $125 and $135. None 
offered any valuation 


ally made out a ticket offering 


oe 1- | ; 
$200 for the car. The average & | A, nine after seeing car B and 


| nine after seeing car C, asked: 
| “What will you take for your car 


lowance was $183. The variations 
in appraisals ranged from $65 to 
$200. 

The third car was a 1935 eight 
cylinder car, listing originally at 
$850. The book value was $455. In 
all, 51 dealers were visited during 
the week and 39 different bids 
were received. Only one was 
under the book value, the dealer 
offering to trade on a valuation 
of $435. Including this dealer, 
eight dealers offered to take the 


car in at prices less than $500. | 


Twelve dealers offered up to $560, 
seven up to $600, eight offered 
exactly $600 and three between 


$620 and the top allowance offer | 


of $645. The spread between the 
lowest bid and the highest in this 
case was $210. The average allow- 
ance was $547. 


Some Dealers Refused 

One of the interesting phases 
of the survey was that in the case 
of the higher priced car four 
dealers representing the same line 
of cars refused to make a bid 
while five dealers of five different 
makes announced they would not 
care to take the car in trade. In 
the case of the low-priced car, 
only one dealer refused to con- 
sider it. All dealers seen with a 
view of getting an appraisal on 
the $115 car bid for it. 

The recapitulation of the var- 
ious bids included the actual ex- 
periences of the men who took the 
cars to the dealers. Actual con- 
tacts with salesmen were recorded 
and show time spent in each 
place, salesmen’s appearance, ap- 
proach and presentation of the 
new cars they were selling and 
selling points presented. Sum- 
marized these points are as fol- 
lows: 

$445 Car $78 Car 
CarA CarB 
Time spent by 
Salesman (average) 
45min. 36min. 
Salesman’s Appearance: 

Good ..36 27 

i) ae 11 

Poor ... 3 2 
Salesman’s Approach: 

Good ..29 24 


$115 Car 
Car C 


90 min. 


20 
3 
1 


18 


the | 





between | 
$135 and $150, but 10 dealers | 
wanted the car bad enough to} 
offer up to $175. One dealer actu- | 
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Shopping Survey Shows Allowanee Variations 


Dealer Bids “Spread $210 
On Car Valued at $455 


Fair ...18 13 3 
POOF... 3 3 3 


Salesman’s Presentation 
of New Car 
Good ..14 23 
Fair ...26 13 
Poor ...10 4 


Selling Points 
Presented 
xOs ....80 25 


18 


Offer Demonstration 
Oe a5. cae 17 
23 
Did He Demonstrate? 
ee tes 12 
No 28 
Was Appraisal Made? 
eae 38 
No 1 
By Dealer 
8 13 
By Sales Manager 
3 3 
By Appraiser 
13 
By Salesman 
10 
Was Car Driven 


13 


10 


| By Appraiser 


7a. 14 6 


19 16 


In addition, the sales methods 
used by some of the dealers pre- 
sented another interesting study. 
Three dealers bidding on car A, 
18 on car B and 19 making offers 
on car C asked: “Have ycu had 
any other offers on your car or 
have you seen other dealers?” 
Sixteen dealers on car A, 18 


actually gave the owners a start 
when they asked, “How much do 
you expect for your car?” 


Threw in Dinner Set 
Three dealers after seeing car 


to close a deal right now?” Six 
dealers after seeing all three cars 
at various times informed the 
owners to get other offers and 
“Then see us again before you 
close.” One salesman tried to close 
the deal by offering to split the 
commission after the appraisals 


| had been submitted by the sales- 
| manager. 


Another salesman of- 
fered to obtain certain other con- 
cessions if the deal could be 
closed on the basis of the sub- 


| mitted appraisal. 


To climax the report, one dealer 
offered to throw in a 36-piece 
dinner set while another offered 
to sell Fords or Chevrolets at $100 
off the list price and Buick, Pon- 
tiac and Oldsmobile at $135 off 
the list. 


The report was read at the reg- 
ular meeting of the trade associa- 
tion and only the actual ap- 
praisals read off. No names were 
mentioned or shown. Members at- 
tending the meeting were left to 
draw their own conclusions and 
to report at the next meeting 
what action is to be taken rela- 
tive to the wide range of ap- 
praisals being made in the St. 
Louis area. 


Million Dollar 
Federal Order 
Given to White 


CLEVELAND, Ohio. — Govern- 
ment orders for 685 White and 
Indiana trucks, representing a 
dollar volume of $1,312,000, have 
been received from the United 
States Departments of War and 
Agriculture within the past week. 


Production has been started 
and deliveries will be made in 
June and July. The War Depart- 
ment’s fleet of new trucks will 
consist of cargo and dump-body 
vehicles, while the Department of 
Agriculture will use its trucks for 
soil conservation work. 











THE NEW FORD ROTUNDA at Dearborn, photographed from the roof of the Administration 


building. The Rotunda is 424 feet long and 215 feet in diameter at the center. 
It will be the public entrance to the Ford Rouge plant. 


is 110 feet high. 


The central section 





Guttey 


WASHINGTON.—Handing down 
a decision which in its implica- 
tions went far beyond the case 
under consideration, the United 
States supreme court this week 
held the Guffey coal act uncon- 
stitutional and seemingly shut the 
door to future regulation by the 
federal government of _ hours, 
wages and working conditions in 
production industries. 


So sweeping was the decision 
that it appeared to doom the 
Wagner labor relations act and 
to raise a serious question as to 
the constitutionality of the social 
security act. 


It was the Guffey act which 


President Roosevelt in July, 1935, | 


asked the house ways and means 
committee to report out, irre- 
spective of “doubts as to consti- 
tutionality, however reasonable.” 


Dividing, 6 to 3, the court held 
that the labor provisions of the 
Guffey act were unconstitutional. 
Five of the justices held that 
marketing and price-fixing pro- 
visions, because they were insep- 
arable from the labor provisions, 


|} also fell. 


The decision immediately 
brought to the fore again the 
proposal that the constitution be 
amended to give the government 


Bill Decision Shuts 
DoortoU.S. Work Regulation 





power to regulate industry and 
labor, a power definitely denied 
by the Schechter NRA decision 
and the Guffey decision. 


The majority decision was based 
upon the holding that the Guffey 
law was an unconstitutional in- 
vasion of the rights of the states. 
Senator Guffey (D), Pennsyl- 
vania, author of the law, listened 
intently as Justice Sutherland 
emphasized these words: 


“The evils (which the Guffey 
act sought to correct) are all local | 
evils over which the federal gov- 
ernment has no legislative con- 
trol. The relation of employer | 
and employe is a local relation. 
At common law, it is one of the! 
domestic relations. The wages| 
are paid for doing local work. 

“Working conditions are ob-| 
viously local conditions. The em- 
ployes are not engaged in or 
about commerce, but exclusively 
in producing a commodity. And 
the controversies and evils, which | 
it is the object of the act to reg- 
ulate and minimize, are local con- 
troversies and evils affecting lo- 
cal work undertaken to accom- | 
plish that local result. Such effect 
as they may have upon com- 
merce, however extensive it may 
be, is secondary and _ indirect.” 





Barit Reports Sales Gains 


At Hudson Annual Meeting 


DETROIT.—A. E. Barit, presi- 
dent of the Hudson Motor Car 
Co., told stockholders of the com- 


pany at their 
annual meeting 
in Detroit, May 
20, that the up- 
ward trend re- 
ported for the 
past year has 
continued dur- 
ing the current 
year thus far. 
In discussing 
the company’s ¥ 
recent progress, 
Barit said, “Up A. E. Barit 
to May 16 we shipped to distribu- 
tors and dealers a total of 84,909 
of the current model cars. This 
represents an increase of 28 per 
cent over the shipments made in 
the same number of months of 
the 1935 model season. Last 
month we shipped 15,374 cars, 
which represents an increase of 
34.9 per cent over the shipments 
made during April of last year. 


“We show similar gains in con- 
nection with retail sales. During 
the 1936 season thus far we sold 
in the United States 25 per cent 
more cars than were sold during 
the same number of weeks of the 
1935 season, Last month we sold 
at retail 36 per cent more than in 
April of last year.” 


Commenting on Hudson’s im- 


proved position in the industry, 
Barit stated, “Comparing the first 





four months of 1936 with the re- 
tail sales in the same period last 
year, we show a gain of 24 per 
cent as against a gain of 17.2 
per cent for the industry as a 
whole. For each of the past three 
months Hudson’s percentage of 
the total United States registra- 
tion has been higher than that of 
the corresponding month of last 
year.” 


Barit stated that since the in- 
troduction of 1936 models, 1,104 
new dealers have taken on the 
Hudson - Terraplane franchise, 
some of whom replaced weaker 
dealers who had not been func- 
tioning satisfactorily. In this con- 
nection, he commented on the 
willingness of capital to finance 
new automobile retail sales out- 
lets. 


Barit stated that the company 
showed a net profit of $584,794 in 
1935, after all expenses, including 
Federal income taxes, and a profit 
of $592,826 in the first quarter of 
1936, after all charges except Fed- 
eral income taxes. He reported 
that the company’s working cap- 
ital and cash had been increased 
through operations. 


Stockholders re-elected all of 
the present officers and directors 
of the company. C. K. Chapin was 
also elected a director. 


Overseas Sales 
By GM in April 
29,370; Up 19.4% 


NEW YORK.—Sales of General 
Motors cars and trucks to dealers 
in the overseas market during 
April totaled 29,370 units, an in- 
crease of 19.4 per cent over the 
24,559 units in April, 1935, the cor- 
poration has announced. 


During the first four months of 
this year, sales totaled 115,611 
units, against 93,908 for the same 
period last year, or a gain of 23.2 
per cent. 


The figures include the products 
of the GM’s American, Canadian, 
English and German factories sold 
outside the United States and 
Canada. 


Bendix Purchases 
Watch Interests 


NEW YORK. The Bendix 
Aviation Corp. has purchased an 
interest in the Jaeger Watch Co. 
of New York, it was announced 
today. The development will as- 
sure co-operation in design and 
manufacture of precision instru- 
ments between Jaeger New York, 
the Pioneer Instrument Co. a 
wholly-owned Bendix subsidiary, 
and the Jaeger Co. of France and 
Switzerland, suppliers of precision 
instruments to the French army 
and to European automobile man- 
ufacturers. 

Edgar L. Vail, president and 
general manager of the Jaeger 
Watch Co. of New York since its 
inception, will continue in that 
position. Both Vail and the Euro- 
pean Jaeger Co. will retain their 
interest in Jaeger New York. 

The Jaeger Watch Co. of New 
York was organized in 1926 by 
the late Albert Champion, Pierre 
Cartier, Edgar L. Vail and G. 
Delage, director of the European 
company and designer of the 
Nieuport fighting planes during 
the war. The company has sup- 
plied clocks for American motor 
car manufacturers and _ tacho- 
meters, chronographs and similar 
precision instruments to the U. S. 
Army Air Corps and Ordnance 
Divisions. 


Cadillae’s Craftsmen 


Average 11 Yrs. on Job 

DETROIT.—Craftsmen in Cadil- 
lac-LaSalle service stations 
throughout the United States 
have been employed at their 
present jobs for an average of 
more than 11 years per man. 

This fact is disclosed in replies 
to a questionnaire recently sent 
to all service managers. 

The Cadillac Certified Crafts- 
man’s League now has a roster 
of 2,000 who retain membership 
only by passing written monthly 
examinations on technical service 
subjects. 





AUTOMOTIVE DAILY NEWS, SATURDAY, MAY 23, 1936 


Chevrolet Used Car Display Successful 1 in Detroit | 


Eastern Chevrolet Co. Sales 
Boosted to All-Time High 


DETROIT. Proof that ‘the | 
Chevrolet plan for displaying of | 
used cars in new, modern and 
distinctive outdoor salesrooms is 
a smart merchandising move is 
seen in the experience of the 
Eastern Chevrolet Co., Detroit. 

In the five weeks of its opera- 


tion the plan has: 
1 Increased traffic on Eastern 
Chevrolet’s used car display 
location four times over the best 
“used car lot” traffic in the firm’s 
history. 
2 Increased the firm’s ratio of 
used car to new car sales 
from 1.3 to 1 to a new high point | 
of 1.9 to 1. 
Made it necessary to keep 
from seven to eight men on 
the premises at all times, as} 
against the two-man maximum 
required prior to the innovation. 


Boosted used car sales to an | 
all-time high. 


No Magic Formula 


The outdoor used car _ sales-| 
room set-up developed by Chev-| 
rolet is no magic formula, but} 
simply the application of prin-| 
ciples already well known. Re-| 
duced to its essentials, the plan 
seeks to do two things which or- 
dinary “used car lots” have failed 
to do. It seeks to attract the at- 
tention of the passerby, and, once 
his atention is attracted, to im- 
press him forcibly with the fact 
that here is the place to buy that 
used car, In other words, the 
whole program centers around the 
effort to make the Chevrolet deal- 
er’s used car display stand out 
from the rank and file of medioc- 


| the 
| series of 


‘rity in which used cars in general 
are submerged. 


o— 


It operates on the sound prin- | 
ciple that it must first of all at-| 


tract attention, and, 
equally vital, 


second, and | 
that attention must | 


be transformed into active inter- 


est almost instantly. 

The whole job must be done 
by means of impressions, of 
course. The passerby, intent on 
reaching his destination, must be 
“flagged down” and diverted for 
moment from that end. A 
impressions, all favor- 
able, must be created in fast suc- 
cession: first, that here is some- 


| thing different in a used car dis- 
| play; 


second, that here is some- 
thing different in used cars, too; 
and, third, that here’s a_ spot 


that’s worth a stop and a seri-| 


ous look. When the display has | 
its whole job| 


accomplished this, 
is done. From here on out, it is 
| the responsibility of the used car 
salesroom personnel to make it 


| easy for the prospect to buy the 


car he requires. 


On Fundamentals 

Chevrolet’s plan relies on 
changeless fundamentals to pro- 
duce these impressions. Its out- 
door used car salesrooms are first 
of all conspicuous. Liberal use of 
signs, lights and paint, along 
lines dictated by good taste, takes 
care of that. They are clean and 
orderly, for the space is leveled 
off and covered with fine crushed 
stone. After conditioning is fin- 
ished, cars are ranged in rows, 
with sufficient space between ve- 
hicles to permit easy inspection. 
The effect which these two fac- 


K. T. Keller to Give Engineers 


‘Low-Down’ at Summer Meet 


NEW YORK.—Engineering for | 
safety and economy in automotive 
transportation wil! be the keynote 
of the annual summer meeting of 
the Society of Automotive Engi- 
neers, Inc., John A. C. Warner, 
secretary and general manager 
has announced. The meeting will 
be held from May 31 to June 5 at | 
the Greenbrier, White Sulphur | 
Springs, W. Va. 

K. T. Keller, president, Chrysler 
Corp., will be chairman of an 
open-forum session on June 2, 
where a frank, off-the-record dis- | 
cussion of engineering and policy 
problems will take place. Safety | 
design factors, which will be re- | 
flected in 1937 and 1938 models, 
will be discussed. Members only 
will be admitted to this session. 

Many of the 19 sessions during | 
the week will be devoted to tech- | 
nical problems of safety in design 
of motor-vehicles, and three will 
be given to discussions of more 
general safety topics. Paul G. 
Hoffman, president of the Stude- 
baker Corp., will give an illus- 
trated talk on “Our Safety Res- 
ponsibility,” on the evening of 
June 3. A session on June 1 will 
be devoted to safety in motor 
transport operation, and on June 
2 engineers will hear technical 
papers and discussions on head- 
light glare elimination and re- 
search work on driving skill. 


A feature of the week’s meeting 
will be a safety driving contest, 
which will disclose how some of 
the leading engineers in the auto- 
motive industry can handle their 
own creations and cars of other 
makes. 

Prof. H. R. DeSilva, Bureau for 
Street Traffic Research, Harvard 
University will demonstrate mech- 
anical equipment to test driving 
skill for the purpose of rating 
drivers. J. M. Orr, general man- 
ager, Equitable Auto Co., Pitts- 
burgh, will offer a six-point safety 
program and educational cam- 
paign for adults. It will include 





|itor who will 
| spend a month studying the auto- 


a scheme for publicly identifying 
drivers involved in accidents in 
which they have been found to 
be at fault. 

Early reservations indicate a 
record attendance of engineering 
executives and engineers repre- 
senting every car and truck fac- 
tory and scores of the parts man- 
ufacturers in the industry. 


French Engineer 
Due Shortly for 


Visit to Detroit 


GENERAL VIEW of Eastern Chevrolet’s 


5 


Outdoor Used Car Salesroom, showing the appearance from 
the street, and the orderly arrangement of the cars. The “spot” car and its accompanying sign are near 





the right foreground. The company moved 22 of these “spot” cars in 21 —_ 


tors produce upon the passerby 
| is to create a third impression, 
perhaps most important of all 

| the impression that the display is 


in some manner the reflection of | 


the company behind it—the reflec- 
tion of the dealer’s integrity, sta- 
bility and permanence—and hence 
that a purchase here can be made 
with confidence. 

Features of the outdoor 
car salesroom include an effec- 
tive tie-in with the heavy adver- 
tising expenditures which Chevro- 
let has made over a long period 
of years, to publicize its OK Used 
Car plan. There is also a daily 
“Special,” embodying really out- 
standing value, It is given pre- 
ferred location on the lot, where 
every passerby can see it, and in 
the opinion of Eastern Chevrolet 
is a vital feature of the plan. 


24-Hour Limit 
“Not since we opened our new 
outdoor salesroom,” said Ray 
Whyte, head of Eastern Chevro- 
let Co. “has a spot car remained 
unsold longer than 24 hours. We 
moved 22 of them in 21 days. 
These facilities have changed our 
entire used car picture, The ratio 
of used car sales to new car sales 
has taken a tremendous jump; 
we have four times as many ‘look- 
ers’ as we ever had before, and 
we are getting the heaviest used 

car volume we ever got. 

“That our new premises are 
| registering with passersby is 
shown by the comment of several 
salesmen, who, in contacting the 
public, have occasion to mention 
|}our address. ‘Oh, yes,’ the pros- 

pect will say, as likely as not, ‘I 


used 


DETROIT.—A distinguished vis- | 


shortly arrive to 


motive industry 
at close 


range | 


is the French} 


engineer, M. 


Maurice 
re- | 


Goudard, 
cently elevated 
to the Legion of 
Honor for his 
activities in the 
French automo- 
tive field. 
: M. Goudard is 
M. Goudard on his way to 
the United 
States from Japan where he has 
made an extended stay. He is 
president of the Societe des In- 
genieurs de |’Automobile and like- 
wise heads the Chambre Syndicale 
des Fabricants d’Accessoires. 


In 1907, M. Goudard founded the 
Solex Carburetor Co., which, un- 
der his direction, has prospered 
and grown until it now has sub- 
sidiaries in five parts of the 
world. 


Under M. Goudard’s guidance 
the first standards association was 
organized in France. He was an 
early convert in his country to 
modern methods of production 
and scientific management in 
commerce and industry. 











THE “LITTLE WHITE HOUSE” which helps customers identify 
these premises is light, airy and comfortably-furnished—the idea be- 
ing to keep the prospect in the frame of mind in which he will deal. 
Coupled with the OK Used Oar sign it makes an inviting gateway. 


know right where you mean it’s | 
that beautiful new place with the | 
little white house on it!’ In five | 
weeks the used car salesroom has | 
become better known to a large | 
number of people. 

“Public goodwill, resulting from 
the improvement in the looks of 
the premises, has not been ad- 
vanced by Chevrolet as a reason | 
for making such a change, but 
our experience shows that it could 
be advanced without stretching 
the facts. Last week we received 
a letter from the Jeffersonian 
Club, thanking us for taking the 
step.” 

The results achieved by East- 
ern Chevrolet are the more strik- 
ing in view of the fact that the 
property occupied by the new out- 
door used car salesroom is ad- 
jacent to that formerly 
the old used car lot. The people 
passing are the same people; the 
merchandise 
that handled before. 


Maleomson Now Heads 


Dodge Atlanta Region 
ATLANTA, Ga.—George M. 
Malcomson, new manager of the 
Atlanta region, was introduced 
Thursday to a meeting of Dodge 
dealers, salesmen and other or-| 
ganization members of the region. | 
Malcomson was formerly at- 
tached to the headquarters staff 
and more recently Chicago city 
manager. 

He takes the place made vacant 
by George T. Curry, who has re-| 
signed to operate a Dodge-| 
Plymouth dealership. | 


used for | 


is comparable with | 


| the 
| sales at 19,125 for April. 


‘| Nash Canadien 
Shipments Up 
24% Over 1935 


KENOSHA.—Shipments of 
Nash and LaFayette automobiles 
into Canada in the first four 
months of 1936 show a sharp in- 
crease over last year, according 
to figures released by the factory. 

For first four months of 
1936, shipments to Canada ex- 
ceeded those for the entire year 
of 1935 by more than 24 per cent, 
the report shows. The increase of 
the first four months of 1936 over 
the first four months of 1935 
amounted to 228 per cent. 

The dealer organization in the 
Dominion has increased 58 per 
cent since the first of the year. 


the 


New York Sales 


Of 19,125 Cars 
In Apr. Near Top 


NEW YORK. Sherlock and 


| Arnold, Inc., reporting copyrighted 


automobile sales statistics for 
Metropolitan New York, places 
total of new passenger car 


Close to the top of all-time 
monthly sales in this area, months 


| exceeding are as follows: 


21,330 
=20,141 


1929—April 

1930—May 
1929—May =19,909 
1929—July —19,900 

April, 1936, exceeded the pre- 

vious month’s sales by 3,014 units 

and the total of the first four 


| months, 52,458, compares with the 
| previous yearly totals, as follows: 


| 55.7 








total 
total 
total 
total 


of 122,151 
of 94,208 
of 98,435 
of 85,176 
total of 126,993 


42.9 of 1935 year’s 
of 1934 year’s 
of 1933 year’s 
of 1932 year’s 
41.3 of 1931 year’s 
38.7 of 1930 year’s total of 135,576 


32.9 of 1929 year’s total of 159,507 


ial Set 
Seven-Year High 
At Studebaker 


CHICAGO.—Studebaker dealers 
in the United States delivered 
2,179 passenger cars and trucks at 
retail during the first 10 days of 
May, it is reported. 

This compares with 1,257 in the 
corresponding period of 1935 or 
an increase of 73 per cent and are 
the largest for the first May 
period since 1929. 


53.3 
61.6 
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One sacred pledge we make our friends here 


and now. 


This publication, God willing and so 


long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 


tive industry as a whole. 


Nor will its columns 


be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 


10TH. YEAR 


the dissemination o 
authentic and of value—(ADN 6-10-1933) 


NEWS which is timely, 
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Let’s Decentralize 


R 


week of further 


EJECTION by the United States Supreme Court this 
New Deal legislation, 


indicates 


clearly that the so-called “Nine Old Men”’ are still strongly 
in favor of local self-government in our fair land. This 
being the case it would seem to us expedient that dealers, 
too, should seek the solution to their problems through 


their local trade associations. 


By this we do not propose elimination of the National 
Automobile Dealers Assn., but rather that full support of 
the local organizations would make it possible for such 
local groups to keep dealers better informed of conditions 


in their own immediate market. 


Fundamentally, a car 


dealers’ greatest need is information regarding sales 


stocks and prices in his own back yard. 


His local 


association, through the support and co-operation of its 
members, can keep him posted on these important items, 
whereas the national association data would necessarily 


reflect a broader picture. 


From our standpoint we would suggest an organization 
similar in design to the AAA. That is a series of self- 
supporting and self-regulating clubs with a national body 
functioning chiefly in an advisory capacity and acting as 
a clearing house of ideas originating among the separate 


units. 


Under this plan also we would suggest a single set 


of dues with each unit contributing on a pro rata basis to 


the support of the national headquarters. 


By this plan 


we feel that the local group could foster trade practices 
and price information plans best suited to the community 


and to the members it serves. 


What is a Used Car Worth? 
yy sat a disastrous degree of difference in opinion re- 
garding the value of used cars exists among dealers is 
indicated by a recent Shopper’s Survey conducted by the 
Greater St. Louis Automotive Assn., reported in this is- 


sue. 


This organization equipped its representatives with 


three different makes and models of cars and sent them 
forth to find out how much they could get for them in 


trade. 


On one of these cars the dealer bids varied as much as 
$105. On another car the bids varied as much as $245, 
and on the third car, which was of much lower value than 


the other two, the bids ranged from $65 to $200. 


We 


declined to believe that these wide variations are the re- 
sult of pure cussedness on the part of competitors and 
would rather chalk it up to lack of definite information 


regarding market conditions. 


We feel that the St. Louis 


group has adopted strong measures in bringing this con- 
dition to the attention of its members and is doing a real 
service which can be copied by other similar associations. 


Progress 
ECENTRALIZATION of industry, urged by A. P. 
Sloan, in Los Angeles, last evening, and exemplified 
in the opening of a new assembly plant there today; 
higher wages and lower prices, which he also proposed, 
the first of which is exemplified in the Chrysler wage an- 


nouncement this week, 


are 
Bureaucrats breed among the discontented. 


signs of real progress. 
If industry 


abhors bureaucrats the best way for it to avoid them is 
follow the example set by these two giant automotive 


companies this week. 


By the Publisher 


“Fools rush in—” 
they say and so it 
was with some mis- 
givings that yours 
truly awaited the opinion of the 
traffic experts in regard to our 
proposal for a universally adopted 
ALL STOP signal which would 
replace a large percentage of the 
present Stop-and-Go signals on 
thoroughfares which do not war- 
rant this time-wasting device. 
When we had the temerity to sug- 
gest such a plan we knew, of 
course, that we were tossing the 
hat of a novice into an arena 
where men who have spent their 
lives in the study of safety devices 
could be expected to shatter our 
“baby” with the withering glances 
of practical experience. There is, 
we know, a very capable brain- 
trust in every country which has 
made exhaustive studies of safety 
measures and finally pooled their 
interests in order to adopt high- 
way signals which are pretty 
much uniform in every country 
where modern motor vehicles are 
used. 


AAA 
SHOWS 
INTEREST 


* ak * 


BUT THE encouragement which 
no less an authority than Burton 
W. Marsh, director of the safety 
and engineering department of 
the American Automobile Assn., 
gives in the article you will find 
on page 3 of this issue has 
brought us renewed hope that per- 
haps we may have contributed the 
germ, at least, of an idea that if 
put into universal operation would 
save untold millions of hours of 
waiting time, to say nothing of 
the lives and property which are 
destroyed in accidents at Stop- 
and-Go intersections now caused 
by drivers trying “to beat the 
lights.” 

*” at oe 

MARSH OFFERS the sugges- 
tion that the signals should be 
adopted from the present Manual 
on Uniform Traffic Control De- 
vices and in this I most certainly 
concur, IF there is a signal which 
the drivers today recognize as 
designating an ALL STOP inter- 
section. He points out that a 
flashing red light is supposed to 
indicate a full stop before pro- 
ceeding, but in the Detroit area 
there are to my knowledge many 
flashing red lights which are in 
reality only intended for caution 
signals and should therefore be 
indicated by a flashing amber 
light. If the flashing red signal 
could be so publicized and ac- 
cepted by the public as an ALL 
STOP signal, then I would be the 
first to accept it without question. 
However, our idea of a red and 
white or red and amber checker- 
board, with corresponding flash- 
ing lights at night seemed to 
meet the necessity for a new sig- 
nal which would be accepted by 
the public as an innovation and 
which, I believe, would secure 
their respect because so obviously 
designed to save their time. 

MARSH ADMITS that al- 
though he was skeptical of the 
ALL STOP idea which he says 
was the subject of a paper read 
by Leon R. Brown before the 
Institute of Traffic Engineers in 
1932, he has since seen it “in op- 
eration at a very busy intersec- 
tion with quite a number of lanes 
of traffic in each street, in Los 
Angeles, and it worked out quite 
satisfactorily.” Here in Detroit 
there are several such ALL STOP 
intersections, but in each case 
there is the regulation “STOP” 
sign to the approaching vehicle 
from each of the four directions. 
Perhaps that is the only way to 
inaugurate such a plan, because 
the public is accustomed to obey 
such a signal and is on the alert 
for them. The word STOP could 
be painted on the checker-board 
background and in large letters 
(as we originally suggested) on 
the flashing lamp. Marsh 
points out that the present Stop- 
and-Go signals could be very 


easily changed over to meet the, 


Needed: Standardized Lenses 


in This 


The views expressed in this 


and do not necessarily coincide with those of the editors. 


Corner 


column are those of our readers 


Readers 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Beg Pardon 


Our stories were rather mixed 
up in your issue of May 16. 

In the first place, you had O. L. 
Arnold’s name under Roby’s 
picture in your story regarding 
the changes we are making in 
the sales department, and, second- 
ly, on Page 24, in your reference 
to Cook County registrations, you 
showed Nash and LaFayette reg- 
istrations of 169 units. 

I don’t know where you ob- 
tained these figures, because the 
figure of 169 units applies to Nash 
alone. There were 82 LaFayettes 
registered, making a total of 251 
units registered in Cook County 
during the month of April. 
Bliss, vice-president and director 
of sales, Nash Motors Co., 
osha, Wis. 


Appreciation 

I think you are doing a very re- 
markable job in promoting lubri- 
cation and better dealer mainten- 
ance facilities and I sincerely 
hope that seemingly, on the sur- 
face, encouragement or the lack 
of it, will not in any way change 
your attitude toward the subject 
nor the constancy of your efforts 
in that direction. 

One of these days, dealers will 
come to you and tell you how 


has developed their maintenance 
business, which has given them 
something in which to constantly 


requirements of the ALL STOP | 


program, which, in itself, will 
hasten its universal adoption. 
ie * * 


WE WOULD particularly wel- | 


come letters from ADN readers 
who are interested in this subject 
and would appreciate pictures of 
any ALL STOP intersections 
which they know to be in practi- 
cal operation. There is a growing 
interest on this subject and edi- 
tors seem anxious to promote it, 
if it is practical.—G. M. S. 


C. H. | 


Ken- | 
| tor Car Co., Detroit. 


contact their custom ers and, 
through this contact, they have 
preserved the relationship for car 
sales period after period. 

I assure you that so far as the 
Hudson Motor Car Co. is con- 
cerned, you are not bearing this 
burden alone. We are constantly 
after and on this type of program 
and will continue our efforts as a 
very permanent and important 
part of our field service develop- 
ment activity. 

We indeed are grateful to Autos 
motive Daily News for what they 
have done and are doing and will 


|}continue to do in developing the 


thinking of the dealer along the 
lines of lubrication being the 
basic principle of his maintenance 
endeavors.—T. H. Stambaugh, gen- 
eral service manager, Hudson Mo- 





7 | most-favored-nation 
grateful they are for your having | 2 , 


sown the seed on the thing which | 


| doubtless feels 


| petition which might arise 


| AS OTHERS 
| SEE IT 


The Right Road 


The Automobile Manufacturers’ 


| Assn., by asking the delegates to 


the Republican National Commit- 
tee to endorse the principle of re- 
ciprocal trade treaties and the 
application, 
will considerably advance _ the 
move toward taking the issue out 


|of politics by making it bi-parti- 


san, 

Of course the point will be 
made that the motor industry can 
well afford to advocate tariff con- 


| cessions. It is itself protected by 


a 10 per cent ad valorem tariff, 
but even without this small “um- 
brella” the automobile business 
itself quite cap- 
able of meeting any foreign com- 
and 
with reason. The interesting thing 
is, why is it in a position to take 
this attitude? 





In part the answer lies in the 
(Continued on Page 19, Col. 1) 
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WANTED: DERLERS WHO 
CAN HANDLE A LVF ONE! 


AYBE you remember a cer- 
tain advertisement we pub- 


lished last fall. 


‘*Hot?P” said the headline.. 
a Ball of Fire!” 


Truer words never appeared in 
print. 


"aes 


Those stunning Buicks have been 
the talk of the car-driving popu- 
lace ever since they made their 
bow last September. 


You ought to be in on 
this success 


Sales in the four months of 1935 
that they were on the market 
equalled sales for the entire eight 
months before they appeared. 


Every month so far in 1936 has 
shown double the volume of the 
same month last year! 


Good advertising has played its 
part. Good selling has helped, too. 


But the main reason for Buick’s 
amazing record is that the Buick 
is a whacking good car—and the 
public knows it! 


We are mighty pleased with the 


way our retail outlets have got 
behind this sensational line of 
new Buicks. 


We’ve got a mighty good bunch 
of hard-hitting dealers, and we 
want them to know we think so. 


But there is room, here and there, 
for afew more dealers like them— 
dealers who can live up to a car 


like the Buick. 


They have to be good dealers— 
because we limit the size of our 
dealer organization and we don’t 
want any weak sisters. 


They have to be live-wire outfits— 
because we've got a live-wire car 
and we want the same kind of 
men selling it. 


Can you measure up 
to this chance? 


We’re looking only for sound busi- 
ness men—because substance and 
solid worth have been the key- 


6b e 


—FOR DEALER®: | 
pA GENERAL 


5, TOO! 
OTORS 


stones of Buick policy for 34 years. 


But to men who can “handle a 
live one,’’ we have a proposition 
to make that’s as free from “‘bugs” 
as the Buick car itself! 


Ask a few car buyers what they 
think of the new Buicks. 


Take a careful look at some of 
the records of this car—you’ll find 
them in the trade papers. 


Then if you think you can do jus- 
tice to the livest car on the mar- 
ket today—drop us a line, in con- 
fidence if you wish. You’ll never 
regret the time you spend look- 
ing into what Buick has to offer 
to wide-awake dealers who’d 
like to have a clean-cut, pleasant 
and profitable sort of business. 
Address W. F. Hufstader, Vice 
President and General Sales 
Manager, Buick Motor Com- 
pany, Flint, Mich. 


5 the Bey 


propuct 


easy a AUTOMOBILES INT: cise Pita WILL BUILD THEM * « « * 
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By E. M 
CLEVELAND. A remarkable 
increase in business following 
modernization of its lubrication 
department is reported by the 


Bundy Motor Co., Ford dealer at | 


Lakewood, O. From 181 cars han- 
dled in March, the figure shot up 
to 338 in April and May business 
threatens to exceed that total. 


Other service departments have | 


increased in proportion, it is de- 
clared. 


Prior to changing over the lu- 


brication department Bundy Mo- | 


tor Co., had what might be called 
a model department. Business was 
good but with car sales develop- 
ing business, the one grease hoist 
was not sufficient to handle car 
owners lubrication needs. Nor was 
the other equipment of the type 
that made the lubrication job any 
easier. Crankcase drainage and 
other grease had to be handled 


in oil drums, milk cans and other | 


receptacles. 
Saw Increase in Sight 
Planning his new department, 


for the increase he felt was in| 


president of 
arranged for 


sight, Ray Bundy, 
the organization, 


every modern lubrication device | 


on the market including a double 


arm drainage system. The plum- | 


ber’s bill for making the connec- 
tions plus the excavations to the 
outdoor sump was less than $30 
in all. The high pressure tanks 


with their chrome plated plat- | 


forms and the background and 
lighting, were not very expensive, 


Bundy said. To dress up the de- | 


partment and to tie it in with the 
wheel aligning service Bundy 





@ “I’ve been pretty lucky in 
building up a good business 
with the Checker boys. 


“There are 800 Checker Cabs 
that come here regularly. 
They come for everything— 
brakes and tires, repair jobs 
and engine overhauling — we 
take care of everything on 
those cabs. 


“A lot of the work is on 
brakes. That’s where these 
No. 555-B Manley Jacks come 
in. They’re on the job all day 
long, every day. I’ve never 
had any trouble with them. 
They’re fast. They get those 
cabs up in a hurry. 


any 


put 


“These jacks have helped to 
build up this Checker busi- 
ness because the boys want 
things done fast. 


all 


* Name on request. 


to buy another place. 


What more needs to be said! 
your jobber’s salesman to tell you 
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Dealer’s Profits Mount After Modernization 


Lubrication Program Fine 
Declares Ohio Merchant 


. LUBECK 


spent some money buying 180 feet 
of brilliantly colored valances for 
the two sections and the motor 
|}tune up and general service re- 
| ception department on the oppo- 
site side of the room. 
Here are some of the figures 
| for 1936: 
Average 
Per Job 
$1.53 
1.42 


Cars 

Serviced 
January 
| February 

March 1.45 

| April 2.24 
The April increase in business 
| with a modernized plant and two 
hoists shows an increase in cars 
serviced equal to 92 per cent over 
March while the amount spent by 
the car owner for better greasing 
and oil changes equals a gain of 
50.5 per cent for April over March. 
In dollars and cents the car 
owners in March paid $262.45 for 
lubrication at, the cashiers’ office. 
|In April they stood in line and 
| paid the cashier $757.12. At the 
same time the general service de- 
partment through salesmen at the 
hoist benefitted by almost 40 per 
| cent in increased volume over any 
of the early months of this year. 
Bundy’s books also show that 
in April, 1934, they lubricated 241 
cars with an average per job of 
$2.00 and the gross income was 
| $527.17 and in April, 1934, they 
handled 281 cars with an average 
of $1.79 per job and a total of 
$504 as the income for the de- 
partment. April, 1936 tops either 
of these figures better than 55 
per cent. Roy Barrett who handles 
the department says that May will 
| run $200 over April. He is a lubri- 





these Manley 


555-B JACKS 


service 


800 


CHECKER CABS 


“I think Manleys are the best jacks 
on the market. 


I wouldn’t have 
I’m getting ready 
I’m going to 
in Manleys before I open.’’* 


Ask 


other kind. 


about the Manley 555-B—a 


light, easily handled, fast operating 
jack that can “take it”! 


MANLEY MANUFACTURING DIVISION 


of the American Chain Company. Inc 
York, Pennsylvania 


In Business for Your Safety 


Ida 
STATION 


MANLEY 


EQUIPMENT 





the car owner 


| ago, 
time so that there is no longer | 
| the need 





| brakes 
| justing steering mechanisms and 











wasen ‘ 
ase a0 Tee & 
E ESPRE. HO. F 


THIS LUBRICATION DEPARTMENT of the Bundy Motor Co., Lakewood, O., serviced 383 cars the 
first month after it was changed over from the old section shown below. A new hoist was added and the 
department dressed up. Volume the first month jumped to $757.12, or 92 per cent additional, with owners 
paying an average of $2.24 for each job. Service work has increased proportionately through new con- 


tacts. 


cation specialist and because he 
knows cars and their needs he is 
largely instrumental in selling 
service work as well. 


Studied Service 

Ray Bundy has also made an 
exhaustive study of service oper- 
ations over a period of the past 
three years. Going over his rec- 
ords he finds that between 22 per 
cent and 25 per cent of the serv- 
ice dollar spent by the car owner 
in keeping his car in shape is 
represented by lubrication. Com- 
menting on the relationship be- 
tween what the owner spends and 
what the dealer has to do to keep 
coming back he 
says: 

“The hub of the dealer’s op- 
eration from now on is the lu- 


brication department. Actual ma- | 


jor service on automobiles now, 


excepting for wrecks and body|_. 
| friends 


repairs, has dwindled to a mini- 


mum because engines are now re- | 
| placed at a nominal cost, trans- 


missions no longer need the at- 
tention required five or so years 
axles are replaced in short 


for machine shops 
dealers places of business. 
“Dealers can well efford to sell 
their lathes and machine tools 
for the reason that today’s re- 
pair work is almost nothing. 
From now on its chassis work, 
adjustments and replacements of 
and brake linings, 


lining up wheels. In no way 
can such requirements be de- 
tected as quickly as when the car 
is on the hoist. The experienced 
lubricating man can show the 
owner what is needed. He failed 
to interest the owner in the past 
when he told the owner about it 
but now when he shows the owner 
it isn’t a matter of selling as 
much as calling the owner’s at- 
tention to the safety impairments 
which have been discovered and, 
safety, a subject being talked 
about on every hand, is what sells 
the repair or adjustment jobs. 


Department Must Appeal 

“To do this efficiently and to 
attract the owner, the lubricating 
department has to be laid out in 
such a way that it has an appeal. 
Color and cleanliness are the two 
things that attract the public and 
is the dealers best advertisement. 
And after all is said and done it’s 
just smart merchandising. The 
dealer who modernizes the most 
important department in his busi- 
ness is the one who can visualize 
increased service sales and also 
car sales because it gives him an 
opportunity to apply simple but 
sound merchandising ideas which 
do not savor of the high pressure 
salesmanship we had to _ go 
through when we told the owner 
what was wrong with his car. 

“Modernization of the entire es- 
tablishment,” he added, “has still 
another effect which the dealer 
must not overlook and that is the 
effect on his personnel for every 
one in our organization is en- 
thusiastic about the establishment 
and actually talks about it to his 


ee 





in | 


ad- | 





THIS WAS BEFORE the lubrication section of Bundy Motor Co., 
Lakewood, O., was revamped. It was clean and orderly and produced 


a fair volume of business and profit. 
changed it because he wanted more business. 


and acquaintances who 
have cars. We have seen this sev- 
eral times in the past few weeks. 


‘It has also affected our sales de- 


partment for the salesmen are do- 
ing something now which counts 
more in holding business than 
anything I know of and that is 
they are taking the prospect 
through the shop and showing 
him what we have 
after he gets the car. Its actually 
clinching the sale and is making 
sales easier than ever before.” 


Salesmen Best Customers 
Of Hudsons - Terraplanes 


DETROIT.—Salesmen com- 
prised the largest group of pur- 
chasers of Hudson and Terraplane 
cars, according to an analysis of 
buyers, it was revealed by W. R. 
Tracy, Hudson’s vice-president in 


to offer him | 





Ray Bundy, the proprietor, 


charge of sales. This group formed 
10.28 per cent of buyers. The next 
largest group of buyers comprised 


| farmers, with 6.43 per cent, Tracy 


stated. 

“This analysis of the buyers of 
Hudsons and Terraplanes,” said 
Tracy, “shows that the largest 
groups of buyers are made up of 
users who demand stamina, per- 
formance and endurance. Sales- 
men, who subject their cars to 
constant driving, frequently over 
long stretches, must have cars 
that can ‘take it.’ The farmer, too, 
requires a car with stamina, for 
he must drive over roads that are 
deep with snow in the winter time 
and that are deeply rutted by 
weather conditions in the early 
spring and late fall. Also, he must 
have a car that he can depend 
upon at all times.” 


URTIS EQUIPMENT 


is built for lasting satisfaction 


CURTIS |COMPRESSORS 


are efficient, dependable, 
and long-lived. Timken 
bearings. Centro-ring oil- 
ing. Centrifugal unloader. 
“V" belt drive. Y4 to 


CURTIS 


CURTIS LIFTS 


are full size, safe, easily 
operated, and trouble- 
free. Self - leveling plat- 
form. Automatic drop- 
away wheel guides. Oil 
locked. z 


CURTIS PNEUMATIC MACHINERY CO. 
1993 Kienlen Avenue, St. Louis 
New York 


Chieago San Francisco 
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Uniontown, Penna. 


e¢¢m@ Get bigger volume with 
Chrysler and Plymouth than 





I could get selling any other cars. The 





reason is simply that I have in this one 





fine franchise a car and a price for every 





buyer. We go out after every prospect in 





town ...and we get a big share of the 





G. M. Gleason 
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business. The fine reputations of Chrysler 
and Plymouth cars make selling easier. 
We can 
quickly and in profitable volume. We 


turn prospects into buyers 


get real practical cooperation from 
Chrysler . . . good merchandising plans 


. sound suggestions. I don’t know 


“I get a big 
share of all the 






* * 





of anything we could ask in a motor 
car franchise that we don’t have in the 


greatest possible measure from Chrysler.”’ 
ry ry 7 

In communities of every size everywhere, Chrysler 

dealers are showing steady growth in sales and profits. 

Naturally, Chrysler dealerships are in demand. Inquiries 


on file receive first preference. Address Chrysler Cor- 
poration, Chrysler Sales Division, Detroit, Michigan. 





CHBYSLERP, 227 PLYMOUTH 














LOS ANGELES.—The Califor- 
nia Caravan Act, a law which 
aimed to curb bringing new auto- 
mobiles into California by cara- 
van rather than by freight or 
steamer, has been declared un- 
constitutional. 

The decision was rendered by 
a statutory Federal court. The 
main opinion was written by 
United States District Judge 
Stephens and concurred in by 
Circuit Judge Mathews. Judge 
Yankwich dissented. 


The law provided that any per- 
son bringing caravaned automo- 
biles into the state for sale was 
required to pay a fee of $15 per 
automobile. Many automobile 
dealers, as well as state relief of- 
ficials, objected to the caravan 
method of bringing automobiles 
into the state. 


The former contended that it 
was unfair competition in that 
such automobiles had a lower de- 
livery cost to the dealers cara- 
vaning automobiles, and that in 
addition the purchasers were not 
apprised of the fact that their 
new car purchases had _ been 
driven cross-country. Relief of- 


Commercial Cars 
Account for Half 
Of U. S. Mileage 


NEW YORK.—More than half 
of the mileage of motor vehicle 
traffic today is used for business 
and commercial purposes, de- 
clares Alfred Reeves, vice-presi- 
dent and general manager of the 
Automobile Manufacturers’ Assn. 


“Figures released by the U. S. 
Bureau of Public Roads, based on 
its traffic surveys, indicate that 
more than half of the mileage of 
passenger cars is dedicated to 
business,” said Reeves. 


“When we add to this buses 
and trucks, it will be found that 
59 per cent of the total motor 
vehicle registrations, paying 65 
per cent of the total highway 
users’ taxes, come under the busi- 
ness and commercial classifica- 
tion,” he continued. 

“Trucks representing 13.6 per 
cent of the vehicles registered 
contributed 25.7 per cent of the 
taxes, and buses representing 
four-tenths of 1 per cent of those 
registered paid a tax bill repre- 
senting 3 per cent of the total. 
Passenger cars used for business 
purposes contributed about 36 per 
cent of the bill. 

“As improved highways are al- 
most entirely due to the revenue 
derived from motor vehicle taxa- 
tion, it is interesting to note that 
the group using highways for 
commercial purposes contributed 
about $837,000,000 of the $1,288,- 
000,000 taxes paid into the states 
and the Federal Government of 
passenger cars, trucks and buses. 


“By reason of graduated license 
fees and the gasoline tax, the 
different classes of vehicles in 
this commercial group are each 
carrying a heavy tax load —in 
many cases more than is equit- 
able,” the association’s spokes- 
man asserted. 

“Because they are in the trans- 
portation business, for-hire ve- 
hicles are paying more in taxes 
than the shipper or farmer- 
operated trucks and passenger 
ears. According to the U. S. 
Bureau of Public Roads the com- 
mon carrier truck tax is six times 
greater than that of the passen- 
ger car, while the common car- 
rier bus tax is 10% times greater 
than the passenger car.” 
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California Caravan Act Held Invalid by U. S. Court 
Bill Had Dealers’ Support 


But Violated Commerce Rule 


ficials objected on the grounds 
that unemployed men were in- 
duced to drive such automobiles 
from the eastern factories and 
that they arrived here with no 
means of support and imme- 
diately became a burden on local 
relief bureaus. 


The decision was made in the 
case brought by Howard Morf, 
doing business as the Pacific 
Wholesale Automobile Co., against 
the State Director of the Motor 
Vehicle Department and_ the 
State Board of Equalization. Morf 
sought an injunction, claiming 
the act violates the commerce 
clause of the Constitution and the 
equal protection of the law clause, 





|Dealer Says He’s Sap— 


But—Moves Used Cars 
DENVER.—“We wanted some- 
thing off-the-beaten-path in the 
way of advertising to assist us in 
moving our used car stock,” said 
E. Jack Beatty, president of the 
Hoskins-Beatty Motor Co., Olds- 
mobile dealers here, “and we hit 
upon a type of ad that‘has helped 
boost our used car sales. This 
campaign has been under way 
now several weeks and our used 
car sales have doubled.” 

The sale now in progress is 
known as the “Used Car Man- 
ager’s I’m a Sap Sale.” It is 
based on figures gathered by 
people coming into the used car 
department and making an offer 
for a car after he had seen the 
price asked. One section of each 
ad used, and an ad appears each 
day in the two leading Denver 
newspapers, says: 


Denver (dealers excepted). If in 
the past 30 or 60 days you have 
made an offer on any car in our 
stock, come and get it now at 
your own figure, or if you care to 
make a reasonable offer on any 
car in our stock, WE WARN 
YOU BE PREPARED TO BUY. 
I am tired of being a SAP, so if 
you really want a used car at 
your own figure and at your own 
terms, here is the place. Now is 
the time to buy! Don’t delay! 
This offer is for a limited time 
only.” 


Propose Inspections 


LOUISVILLE, Ky. — Establish- 
ment of a testing station where 
brakes and other safety appliances 
of automobiles could be inspected 
the year around has been suggested 
to city officials by the Junior Board 
of Trade. The board believes the 
step would be a part solution to the 


Southern Dealers Protest 


Carolina Insurance Bill 

COLUMBIA, S. C.—A large 
group of automobile dealers ap- 
peared before the banking and 
insurance committee of the South 
Carolina House of Representa- 
tives May 5 and vigorously pro- 
tested against a bill to prevent 
finance companies from partici- 
pating in insurance on chattels 
bought by installments. 


The dealers asserted that the 
bill in question, which already 
has passed to third reading in 
the house, “would work a hard- 
ship on automobile purchasers in 
the state.” 

Insurance men are said to 
favor the proposed measure “be- 
cause it will allow us to partici- 
pate in business from which we 
are now excluded.” 


“A challenge to anyone in| accident problem. The committee deferred action. 


HE Pontiac dealer body is a solid organization of substan- 

tial business men, each intent on building a permanently 

profitable business on the firm foundation of public goodwill. 

Various advantages have attracted this superior type of man 

to Pontiac—Pontiac’s reputation for dependability; Pontiac’s 

ability to turn out quality cars in the big-volume, low-price 

field; Pontiac’s liberal, helpful franchise, But, as the samples of 

owners’ letters printed here amply testify, Pontiac dealers have 

not relied entirely on these things for success, They have added, 

‘a On their own account, a sincere endeavor to serve the public. In 
so doing they have helped not only to make Pontiac owners the 
most loyal in America, They have also considerably simplified 


the problems of the new Pontiac dealer, For they have given 


him a public which accepts him without question as a man with 


whom it is both pleasant and profitable to deal, 
PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 
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Fresno, Calif. Dealers Operate Under Own Code 


Find Agreement Works 
For Mutual Advantage 


FRESNO, Calif.—The motor car 
dealers of Fresno have a code— 
their own code—and it is working 
out to the mutual benefit and the 
entire satisfaction of all 14 mem- 
bers of the Fresno Motor Car 
Dealers Assn. 


The Fresno dealers have been 
operating under their code 
for almost three months, and 
from all indications they will con- 
tinue, as the enthusiastic ap- 
proval is unanimous at this time. 
There was no publicity given to 
the formation of the code body, 
and the dealers had been operat- 
ing for several weeks before the 
story was known to anyone out- 


Fresno dealer body, is one of the 
most enthusiastic supporters of 
the local code, but a committee 
of three members—Harry Child- 
ers, general manager of the 
Fresno operation of James W. 
McAllister, Inc., northern Califor- 
nia Chrysler-Plymouth distribu- 
tor; Jess Rodman, Chevrolet 
dealer, and Ted Shelton, of Prior 
and Shelton, Ford dealers—was 
responsible for the actual organi- 
zation of the code group. 

Here is the story. For some 
time Fresno dealers had been 
talking about getting together on 
the matter of used car apprais- 











dealer. Finally, at a meeting of 
the dealer association, it was pro- 
posed that a committee be ap- 
pointed to formulate plans for a 
local code. At the suggestion of 
Blane Rogers, sales manager of 
the Eliot B. Bradley organization, 
Ford dealer, Childers, Rodman 
and Shelton were appointed with 
full powers and the code was 
drawn up. 
No Bonds or Fines 

There are no bonds posted, and 
there are no fines. The Fresno 
dealers’ code is nothing more nor 
less than a “gentlemen’s agree- 
ment.” Just 16 brief sentences 
cover the entire situation, and 
not one article has been violated 
to date. So far, everything has 
been unanimously supported. 
Even the retail salesmen are re- 
ligiously upholding and support- 
ing the code. 

Harmony is the secret of the 





ing to the dealers here. From the 
first day the code went into op- 
eration, harmony among the deal- 
ers and mutual understanding of 
the problems that confront the 
dealer has been the aim of all 14 
members. There is a weekly din- 
ner, attended by every member. 
If a dealer is not present when 
the time arrives for dinner he is 
called on the ’phone and the rest 
of the dealers do not sit down 
until he arrives, If, in the case 
of illness or absence from the 
city, a dealer cannot be present, 
he is expected to be represented 
by an official of the organiza- 
tion. 

These weekly dinner meetings 
are actually responsible for the 
harmony, it is claimed. Dealers 
say that when they get to know 
each other, as they do when sit- 
ting around the dinner table to- 
gether, they find that there are 


side of the dealer group. 
Floyd Simpson, president of the| importance to the 


als and other matters of great 
individual| success of this local code, accord-|no “black sheep” 





s a pleasure to deal 
with a Pontiac Dealer 


“You are most fortunate in having such a courteous and 
accommodating dealer. It is a pleasure to do business with 


him.” 
R. G. J., Springfield, Mo.* 
“TI have owned 16 cars of various makes and your dealer is 
the most fair of any I have dealt with. That’s one reason 
why this town is full of Pontiacs.” 
J. E. B., Fort Worth, Texas.* 


“No person could ask for better service than that rendered 
by your local dealer. I have known this organization for 
10 years and it is enough to say that I consider them perfect 


gentlemen.” 
C. B. A., Union City, Tenn.* 


“I wish to take this opportunity to voice my extreme satis- 
faction with the courtesies and fair treatment extended by 


your dealer. With such service they deserve a tremendous 


business.”’ 
B. G. F., San Francisco, Calif.* 


‘“‘My relationship with your dealer through purchase of my 
Pontiac has brought to light a man of high business char- 
acter and integrity. I have and will recommend him to any 


buyer.” 
A. D. W., Dayton, Ohio.* 


“Your dealer has given us the best of service. He is a hard 
worker, always on the job, interested in his patrons and 


anxious to preserve their friendship.” 
F. D. C., Cedar Falls, Iowa.* 


“You couldn’t have a finer dealer. He is conscientious, 
knows cars, and certainly gives fine service. He is at least 


50 per cent of the reason I bought a Pontiac.” 
C. E. W., Red Bank, N. J.* 


“Your dealer here not only knows how to sell intelligently 
but also knows how to take care of his car owners. You are 


to be congratulated.” 
G. F. T., Riverside, Conn.* 


*Excerpt from a letter on file at the Pontiac Motor Co. 


in the body 


and they learn that a lot of the 
stories about wild trading and 
other evils that have been pinned 
on different dealers have been 
myths. And, most important of 
all, no man is going to be guilty 
of “dirty pool” and then sit with 
the other dealers at dinner. So, 
say the members of the commit- 
tee, even if some fellow might be 
inclined to violate the code, he 
will not do it as a matter of self- 
respect. 
Have Appraisal Bureaus 

The appraisal bureau functions 
day and night. A man and his 
wife are in charge of the records, 
and no dealer knows who these 
people are except one member of 
the committee of three. And, out- 
side of the committee, nobody 
knows which member of the com- 
mittee knows these parties, who 
are believed to live out in the 
country several miles. 

There is little cost to the bu- 
reau. The salaries paid the man 
and woman are not large, and 
the only other expense is the 
telephone and a few printed 
forms. Only the dealer, and pos- 
sibly his sales manager, gets the 
telephone number. Secrecy is one 
of the factors in the success of 
the operation. 

When Mr. Shopper comes in 
with a used car, or, when a sales- 
man brings in a prospect who 
has a car to trade, the dealer, or 
his sales manager, rings the num- 
ber and asks if a car of that cer- 
tain make, year and model is 
listed, giving the name of the 
owner and license number. If 
the party at the ’phone in the 
appraisal bureau says that no 
such car is listed, the dealer then 
makes his appraisal, and that 
figure sticks, holding good for 30 
days. If, at the end of the 30- 
day period, there have been no 
more calls on that car, it is re- 
moved from the files. 

On the other hand, when the 
dealer asks regarding a certain 
ear and is told that it is listed, 
he is given the figure and that 
is the top figure he can give to 
the customer, Sometimes the cus- 
tomer goes out with the remark 
that he has been offered much 
more than that by a certain 
dealer, when, as a matter of fact, 
the dealer he mentions is the one 
who gave the first appraisal. 


Two Other California 
Cities Operate Codes 


MERCED, Calif.—Following the 
lead of the motor car dealers at 
Fresno, fair city 50 miles south of 
here, the automobile merchants of 
Merced have created a code of 
their own, and it is working out 
to the complete satisfaction of 
all the dealers. 

For some 60 days the code has 
been in operation here, and, like 
the Fresno code, it has been 
given no local publicity. 

When it was learned by dealers 
here that Fresno had a code that 
was working out to the best in- 
terests of dealers and that the 
plan had been in operation for 
some time and had the enthusi- 
astic approval of the members of 
the Fresno Motor Car Dealers’ 
Assn., a committee was sent to 
Fresno to get the details of the 
operation with the view to form- 
ing a code body here. 

The report of the committee 
was so satisfactory that the local 
dealers immediately built a code 
of their own, based on the plan 
adopted by the Fresno dealers. 


BAKERSFIELD, Calif. — An- 
other California city has an auto- 
mobile dealers’ code. It was 
learned here that the motor car 
merchants of the Kern county 
metropolis are operating under a 
local code similar to the one cre- 
ated in Fresno almost’ three 
months back, 

Following practically the same 
plan as the Fresno dealers, the 
Bakersfield motor car men an- 
nounce that their agreement is 
proving of mutual benefit and 
that the terms of the agreement 
are being observed 100 per cent. 





Sparks 


‘ (Continued from 


whereas in the same period the 
year before the company showed 
a loss of $405,905. 


* * * 


AS TO THE SINEWS of war, 
the last annual report showed 
that in the Nash sock there is 
something like $24,520,000, which 
led President McCarty to do a 
little paradoxing to emphasize 
the strength of this position and 
how it came about. He went back 
to Nov. 30, 1929, when the books 
showed cash and government se- 
curities totaling $42,011,000, From 
1930 and inclusive of ’35, the com- 
pany made a profit of $10,000,000. 
However, at the end of the 1935 
fiscal year, on Nov. 30, 1935, cash 
and government securities totaled 
$24,520,000. The difference  be- 
tween the $52,011,000 figure and 
$24,520,000 figure is $27,491,000. 
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Sinsabaugh 


1) 

Now comes the paradox, a 
“but” interjected by the president, 
Nash paid out in the six years 
from ’30 to ’35 inclusive $33,666,000 
in dividends and_ $7,586,000 in 
taxes, a total of $41,252,000, leav- 
ing the bank roll only reduced by 
$27,000,000. Figure it out for 
yourself. 

Which led McCarty to expound 
a bit on the value of undistributed 
earnings to a corporation. 

“Our own company offers an 
example,” said he. “During 1930 
to 1935, inclusive, although we in- 
curred a loss during the last three 
years, we still made a net profit 
of slightly over 10 millions of dol- 
lars for the six-year period. We 
also employed year after year 
many thousands of men. We spent 


Page 


hundreds of thousands of dollars 


BEDS 
. spony 


forcibly America ( 


These t 


automobile sec- 


tions as OUTSTANDING among all in 


the nation! 


More than half (53%) of all the families | 
| that I did not know. Naiming Ho 


on advertising and aggressively 
going after business. We paid 
state and federal taxes during the 
six years amounting to ’$7,568,- 
851.80. We paid dividends each 
year totaling $33,666,100.” 


* * * 


A COMMISSION as a Kentucky 
colonel is as easy to get as was 
a German Iron Cross in the World 
War. But the title of Texas 
| Ranger is something else again, 
especially if the citation reads 
that it is given “in recognition of 
your success in the advancement 
of the automotive industry and 
also for your friendship for your 
native state.” So Tex Simpson— 
C. P. Simpson, general sales man- 
ager of Pontiac, if you want to 
get formal about it—highly values 
the special distinction given him 
by Gov. Allred of Texas when 
Simpson was given the ranking 
of Texas Ranger recently. 


For Tex Simpson is no synthetic 
Texan. He was born at Sweet- 
water in the Lone Star state, went 
through Polytechnic College at 
Fort Worth and in an athletic 





URGES USE 
OF LEADING 
CALIFORNIA 
AUTOMOBILE 
SECTIONS 


114 cars per family in California). 


wo powerful selling forces are a 


regular part of the lives of— 


in California— 


The Sunday automobile sections of the 


SAN FRANCISCO and LOS ANGELES 


EXAMINERS 


Lead all of California— 


Were established early in the century 


Their MOTORLOGS 
now as through the years 
are depended upon by un- 
bound numbers in every 
part of California as their 
guide for Sunday—week- 


end—or vacation travel 


Have playeda phenom- 


enal part in 


Development of 76,000 


miles of fine California 


highways—and in— 


Building the greatest 


motor car market in 


influence through the years— 


100,000 


each Sunday 


SAYS 
SINSABAUGH 


the brief I want to file with 
the advertising managers of the 
automobile companies, 
the 
section for the display of their 


urging 


them to use automobile 


advertising.”’ 

“I appreciate that this logic 
may not apply to other parts of 
the country, where the auto- 
as such is 
unknown, but CERTAINLY 
CALIFORNIA DESERVES the 


kind of support thatits publish- 


mobile section 


ers and automobile advertising 
men are asking for. Such sup- 


port is bread cast on the waters.” 


five years! 


circulation increase in the last) 


"? 


And Stand 


FIRST and SECOND 
in new passenger car 
advertising** among all 
Sunday in 


America!!! 


papers 


The experience of the 
successful—these twin 
Sunday Examiners as the 
base buy afford— 

Greatest possible in- 
fluence at lowest possible 
cost! 

*Automotive Daily News, April 

11, 1936—Chris Sinsabaugh, 


Editor. 
** Media Records, Year 1935. 


LOS ANGELES & SAN FRANCISCO 


SUNDAY 


EXAMINERS 


REPRESENTED NATIONALLY BY HEARST INTERNATIONAL ADVERTISING SERVICE 


RODNEY E. BOONE, GENERAL MANAGER 








way at Polytechnic he was active 
in basketball, football, baseball 
and track. It’s been years since 
he rode the range, for he has 
been in the automobile business 
since 1923 and when he went with 


Tex Simpson, Texas Ranger 


Pontiac he rejoined his old chief, 
Harry Klingler, whose flag he 
followed when the latter was 
Chevrolet’s general sales man- 
ager. 

INTERNATIONAL Harvester’s 
two big plants—the one at Fort 
Wayne turning out heavy-duty 


| units, and the one at Springfield, 


O., running on the light trucks— 
are operating three eight-hour 
shifts daily for five days a week, 
I was told by W. F. McAfee, 
motor truck sales manager as the 
column passed through Chicago 
on the way back to Detroit. 


This speed is necessary because 
McAfee says he has been unable 
to keep up with the orders piling 
in on him and this condition has 
existed for some time. Better still, 


| there is no sign of a letup. The 
| week of May 9 was the biggest 
| delivery week 
|the company, which is saying a 


in the history of 


lot. 
* cd * 

AN INTERESTING chap, this 
Naiming Ho, who came into the 
editorial sanctum this last Tues- 
day, seeking information and giv- 
ing it. I learned more from him 
than he did from me, for he told 
me a lot of things about motor- 
ing conditions in his native China 


is an engineer who for the past 


| year has been in Europe studying 


Have constantly increased their field of | the building of automobiles, fin- 
¢ | ishing up with four months among 


the American factories. He’s 


| planning to go home now and 


possibly become an automobile 


land. Not only is he an engineer 
but his card told me he also is 
traffic superintendent of the 
municipality of Nanking, profes- 
sor of automobiles of the Central 
Military Academy, research dele- 
gate of highway transports in 
Europe and also a member of the 
National Economic Council of 
China. A learned little gentleman 
is Naiming Ho. 
* aK * 

FROM HIM I learned that the 
‘rickshaw promises to become as 
extinct as the dodo, for in the 
larger cities and towns in China 
laws have been passed prohibit- 
ing the building of new man- 
drawn carts. When those now in 
use wear out, like the one-hoss 
shay, they will be withdrawn from 
circulation. 

Naiming Ho naturally is an 
authority on traffic, holding the 
title he does. He tells me there 
are only about 75,000 automobiles 
in operation in China and about 
a half million ‘rickshaws. He 
thinks traffic is handled better in 
his country than in America. 


Accidents are few because to 
get a driver’s license the appli- 
cant must be thoroughly familiar 
with all the requirements for safe 
and sane driving. The applicant 
first has to undergo a stiff physi- 
cal test. His eyes are examined 
for vision, ability to distinguish 
reds and greens and he has to 
pass a test covering the full range 
of driving regulations. Next he 





Federal 
| magnate, buying the chassis and | 
building the bodies in his native 





must satisfy the authorities he 
knows the operations of the 
various units that enter into the 
construction of an automobile. He 
must know how to make emer- 
gency repairs and finally he must 
prove he can drive a car. For 
traffic violations severe fines are 
imposed, with $50 the minimum. 
* * * 


CHATTING with Hiram Dohner 
of Quentin, Pa., winner of the 
country-wide contest to discover 
the oldest Chevrolet licensed and 
in regular use as a passenger car, 
at the luncheon given him in De- 
troit by the factory folk, Marvin 
Coyle, Chevrolet’s president, 
bragged that he, too, is Pennsyl- 
vania born. Came from Center- 
ville, up in the region near Erie. 
And this commentator made it a 
trinity by admitting he was born 
in Athens, Pa. 

Which made it easy for Coyle 
to reminisce a bit about the 
Dohner Royal Mail roadster that 
ran 250000 miles in 22 years be- 
fore it was put out of circulation 
through its owner winning the 
contest. The president of Chevro- 
let recalled that it was one of the 
F'V series and that its cradle was 
Chevrolet’s New York “factory.” 


* of * 


“THAT WAS in the days when 
I first started with Chevrolet and 
W. C. Durant was its president,” 
Coyle said, “I still remember that 
first plant. It was at 57th st. 
and 1lith ave., in a sort of ram- 
shackle building, with Durant’s 
headquarters on the second floor 
above a saloon. Later we moved 
our manufacturing operations to 
Tarrytown and it is interesting to 
recall that our first year’s produc- 
tion was 3,000 units. Why, right 
now Chevrolet is making almost 
twice that number in a single 
day.” 


ATA Starts Suit 
On Trucking Law 


CHARLESTON, S. C.—J. N. 
Beall, counsel for American 
Trucking Assns., Inc., of Wash- 
ington, D. C., announced that a 
suit to restrain state officials 
from enforcing the South Caro- 
lina law limiting the gross weight 
of loaded trucks to 20,000 pounds 
will be filed in United States 
District Court here within the 
next few days. 


Asserting that “lack of uni- 
formity among the state laws is 
intolerable from the standpoint 
of the truckmen,” Beall said the 
suit will be based partly upon the 
claim that the field of truck regu- 
lation was taken over by the 
Government in the re- 
cent act ordering the Interstate 
Commerce Commission to make 
investigations and to issue regu- 
lations governing trucks.” 

Although the act now under 
fire was upheld by the South 
Carolina Supreme Court and the 
United States Supreme Court has 
declined to review the case, there 
has been no actual enforcement 
of the law to date, it was pointed 
out here. 


Packard Pacer Gift 
To Speedway Winner 


INDIANAPOLIS.— The _ white 
Packard 120 pace car which 
Tommy Milton will drive to send 
the field of 33 cars off to a flying 
start in the 500-mile race May 30 
on Indianapolis Motor Speedway 
will be presented to the winner. 


Announcement of this special 
award was made today by M. M. 
Gilman, Packard general man- 
ager. The presentation was being 
made “with no strings attached, 
as an outright gift,” he said. 


Single office in New Center Bldg. 
available to manufacturer’s agent 
or publisher’s representative. 


Telephone and stenographic serv- 
ice given. Here is an excellent 
opportunity to get a well-lighted, 
airy office in Detroit’s automotive 
center for a most reasonable cost. 
Address Box 1104, Automotive 
Daily News, New Center Bldg., 
Detroit. 





ARTHUR LINDBURG CALLS 
STUDEBAKER “YEAR’S 
GREATEST CAR” 


“Studebaker has the greatest automobile in 
America for 1936. That’s not only my opin- 
ion but the opinion of my dealers and their 
owners,”’ says Arthur Lindburg, known from 
coast to coast, as a successful motor car dis- 
tributor. “Our wholesale sales have gone 
up nearly 100% over last year. We can take 
every car the factory will allot us.” 


“WIDEST PUBLIC ACCEPTANCE OF 
ANY 1936 CAR,’’ SAYS ST. LOUIS 
ASSOCIATE DEALER 


“After looking over the field at the Auto 
Shows in San Francisco and St. Louis it ap- 
peared that Studebaker was destined to be 
the hottest line in 1936,’’ writes Albert 
Kasey. “Facts have proven these predictions 
to be true. We have delivered 33 new cars 
since our opening on January 5 and have 
already made a net return of 25% on our 
original investment.” 
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HAS BEST SALES IN 7 YEARS 


Robt. S. Armacost writes: ‘‘The first three 
months of 1936 showed our retail sales 
100% ahead of the same period of 1935. 
March sales, both wholesale and retail, 
were larger than any month since 1929. 
_ “Our owners are enthusiastic and we are 
indeed grateful to the Studebaker Corpo- 
ration for making these records possible.” 


ANOTHER ST. LOUIS 
DEALER “GOES TO TOWN” 


“In the first quarter of this year our 
sales have shown an increase of 
82.4% over 1935,” says Oscar G. 
Snipen. 

“T have at no time seen owners so 
pleased with any automobile as they 
are with their 1936 Studebakers. 
Some of them are actually doing 
all the demonstrating and selling, 
leaving only the delivery of the new 
car for me to do,”” 


MISSOURI TRUCK SALES 


up 40% 


NEW CAB-FORWARD TRUCK DESIGN 


—Takes Studebaker out of competition! 


—Saves money for operators! 
—Makes money for dealers! 


STUDEBAKER’S BIGGEST TRUCK YEAR 
Is A Foretaste Of Profits To Be Made With 


STUDEBAKER’S DUAL FRANCHISE 


Speaks 


=p of the “Show Me” State don’t buy 
cars simply because you want them to. You 
have to prove to them that your car has got 


what they want! And that’s why we feel that 
Studebaker’s sensational progress in Missouri is 
worth crowing about. From Kansas City to 
St. Louis and from the Iowa line clear down to 


Arkansas, Studebaker Missouri sales are so good 
that dealers long loyal to other cars are eyeing 
the Studebaker franchise enviously. They ought 
to. It’s dealer-built and the fairest 
contract in the industry. Whoever 
you are or wherever you are, it 
you're interested in sharing in 
Studebaker’s prosperity write or 
wire me. I'll respect your confi- 


KANSAS CITY DEALER 
SWITCHED FROM 20 
YEAR TIE-UP 
“After handling a quality high 
priced car for over twenty 
years, I took on the Stude- 
baker, thinking it would best 
serve my clientele. I found the 
car most satisfactory,” states 

Edward F. Williams. 


CAPE GIRARDEAU DEALER 
GETS 850% INCREASE 


“Thanks to Studebaker for build- 
ing the finest motor car that the 
American public has ever known. 
Owners say it looks like a much 
higher priced car and operates 
cheaper than the lowest price car,”’ 
writes Jess Millikan, President of 
the Lesem-Millikan, Inc. 


dence, of course. 


SELLS 75% OF ALL NEW 
CARS IN DEEPWATER 


Here’s what Ray Crouch reports: 
“Fully 75% ofall the newcarssold in 
our town are Studebakers, and our 
best salesmen are our 1936 owners. 

“We have sold more Studebakers 
to date this year than in all of 
1935. We have more to show for 
the money than any other car.” 


f PRESIDENT 


THE STUDEBAKER CORPORATION 


South Bend, Ind. 


Sa 


66% INCREASE IN DELIV- 
ERIES IN ST. JOE 


“Deliveries have been 66% over the 
same period last year,” writes Charles 
Caughey, Pres. of The Interstate 
Auto Co. ‘‘I am genuinely enthu- 
siastic about the new Studebaker. 
From a service angle it is trouble 
free—from a sales angle it has buyer 
appeal and real profit possibilities.”’ 
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Selling Cars by Plane 


AUTOMOTIVE 


Saves Time and Money 


CHICAGO. - 
reports various automobile dealers 
on the Pacific Coast are success- | 
fully employing a plan, heralded 
as “selling automobiles by air- 
plane,” whereby dealers recom- 
mend to car purchasers that they 
fly to Detroit and other eastern 
automobile centers on tickets fur- 
nished by the dealers out of funds 
which would be paid for freight, 
and drive their cars back. 

B. B. Gragg, sales manager of 
United Air Lines, estimates that 
approximately 300 people on the 
Pacific Coast employed this plan 
last summer. It works this way: 

The freight on an average 
weight automobile from the fac- 
tory to the Pacific Coast is $160 
to $170. United Air Lines’ fare 
from any Pacific Coast city to De- 
troit, including free meals aloft 
and all expenses, is $128.25. This 
leaves approximately $32 differ- 
ence between the airplane fare to 
Detroit and what the purchaser 
would pay if the car were shipped 
out by freight. 

The automobile dealers suggest 
to car buyers that they fly back 
to Detroit. The automobile com- 
pany purchases the ticket, pre- 
sents it to the car purchaser and 
gives him the cash difference be- 
tween the airplane fare and the 
freight charge, which the car pur- 
chaser uses as expense money in 


ways between the 
and the Pacific Coast. 





Trade Expansion 
Recovery Boost, 
Bauer Declares 


SOUTH BEND. — Advocating 
further expansion of reciprocal 
trade agreements as necessary to 
recovery of normal employment 
and business conditions George F-. | 
Bauer, export manager of the} 
American Automobile Assn., spoke 
before the Chamber of Commerce | 
here Monday. He declared: 

“The automobile manufacturing | 
industry believes that the recipro- | 
cal trade agreement program is | 
an opening wedge in the restora- | 
tion of foreign markets for Amer- | 
ican motor cars.” 

Bauer asserted that foreign | 
shipment of cars reached a peak | 
of 1,000,000 units in 1926, only to 
drop to 180,000 in 1932 through | 
operation of trade barriers. The 
figure climbed to 565,000 cars last 
year, according to Bauer, and 
should reach 1,000,000 again if | 
favorable trade agreements are} 
obtained with other countries. 

He explained: 

“It has been estimated that the 
trade pacts now in force affect 
more than 32 per cent of our for- 
eign commerce. A survey of this 
state in relation to trade pacts, 
indicates the extent to which In- 
diana, in common with other sec- | 
tions of the country will share in | 
the benefits of foreign trade re- 
vival. 

“The peak of production, em- 
ployment and business activity 
was reached in 1929. In that year 
exports from the state of Indiana 
amounted to $74,000,000. At the} 
low point of the depression in| 
1932, exports declined to %17,000,- 
000. 

“It is obvious that an increase 
in the volume of trade is essential 
to restore employment to normal | 
levels. There can be no question 
that reciprocal trade agreements 





United Air Lines| connection with driving the car 
from Detroit to the Pacific Coast. 

United Air Lines traffic men 
point out that a substantial num- 
| ber of people want the experience | 
of driving one way but not two 
Great Lakes 


It also | 
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gives an opportunity for a car 
purchaser to “visit the folks back 
East” without any expense, as he 
is really making the airplane trip 
East and driving back on the 
money which would have been 
spent for train freight on his new 
automobile. 


While the plan has been pri- 
marily successful on the Pacific 
Coast, United points out that the 
same method has been employed 
by dealers recently in Denver, 
Omaha, Des Moines, Philadelphia 
and New York. 


To Confer Engineering 


Degree on Henry Ford 


LANSING.—The state board of 
agriculture will confer on Henry 
Ford an honorary degree of 
Doctor of Engineering at the 
Michigan State College com- 
mencement exercises June 15. 


The college announced that 
Ford accepted the honor voted 
unanimously by a faculty com- 
mittee on honorary degrees. 

Ford, who is expected to be the 
guest of honor at a luncheon 


66 
These readers 


policy! 


how strict their 


99 


could, without trouble, 
secure credit from any 


concern ...no matter 


(SIGNED) COLUMBUS, OHIO, 
RETAIL MERCHANTS CREDIT BUREAU 


| HAT’S just one letter from one credit bureau that 

fd gene: The American Magazine subscribers, 
/name by name, against its credit files. There are re- 
ports now on file from credit bureaus in 18 other cities, 
_and more coming in every day. Philadelphia, Albany, 
Rochester, Cincinnati...they all say substantially the 
same thing. Every credit bureau consulted writes that 
|The American Magazine readers are tops as prospects 


are helping to promote this re-/ and customers—A-Number | credit risks. 


sult.” 
Adds Mufflers | 
JACKSON, Mich. — An automobile | 
muffler production line was recently 
placed in operation here by the| 
Walker Michigan Co., a subsidiary of | 
the Walker Mfg. Co., Racine, Wis. | 
The new company occupies the build- | 
ing of the former American Gear & 
Mfg. Co. Production is expected to 
be increased to 6,000 units per day 

in the future. 
The company will also manufac- 


| What more could a manufacturer ask of a market? 


THE 


Largest 25c General Magazine in the World 


Average Circulation More Than 2,100,000 


given by the board of agriculture 
preceding the exercises, will re- 
ceive the only honorary degree to 
be conferred this June. 


GM Chorus Elects 


DETROIT. — Members of the Gen- 
eral Motors Chorus have re-elected 
D. C. Wilkerson president for the 
936-37 season. Wilkerson is on the 
central office staff, employed in the 
patent section. Other officers elected 
were: Elizabeth Wilson, vice-presi- 
dent; Eleanor Smith, secretary; L. 
C. Freeman, treasurer, and Wilfred 
Yapp and W. R. Shanks, librarians. 


__ Columbus discovers 


HIGH -INCOME 
NEIGHBORHOOD 


Mr. S_ . Executive of 
large manufacturing com- 
pany. Owns fine home with 
all modern fixtures. Two 
expensive cars. Has four 
children. Eldest daughter is 
prominent in social service 
work. Top credit. 


Map of Columbus, Courtesy.A.C WagnerCo. 


What market could he buy that would make more of 


a hit with his retailers? 


And yet these gilt-edged buyers do not come from 
any one high-hat neighborhood. Far from it. You'll 
find The American Magazine readers in stiff collars 
and in blue denim shirts, in evening gowns and in 
house aprons, in palatial residences and in rented flats, 
on both sides of the railroad tracks. You’ll find The 
American Magazine readers in every income class in 
every community throughout the entire United States. 


American 


ture automobile jacks at the rate of/ TH RF CROWELL PUBLISHING COMPANY... coLtier’s, woMAN’s HOME COMPANION 


about 20,000 units daily. 
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| cessions made on machi th i hi d 
Canada Blames | should in the long run, maniae tee parts—it will take “some time to Car Sales Double Last Year 


calculate how the new schedule | 


. | a lowering of the costs. 
New Sales Tax) The increase, however. in the| Will operate and where manufac- | : 
: : an turers and the consumers will be | e orts a t a e ul rea 
MONTREAL. — If the price of | *#!¢s ae a ai aS peo accommodated. een 

motor cars has gone up instead | ©X°ePt on the cheaper priced cars, | ; : ; 

of down since the introduction of | of the excise tax, tend to nullify | = - SALT LAKE CITY.- The auto- | tion of their business. The situa- 
the budget, the sales tax is par-| 47Y advantage from the tariff Rental Decision | mene SO Se, Ae Somer | ee Se ee ral 
ticularly to blame. This is the| @djustment on the lines of the} TALLAHASSEE, Fla—The Florida | Continues excellent, at least from | Proved a bit, it would seom. | Theate 
conclusion arrived at after inquir-| 1@riff Board's findings. | Supreme Court has held that the a eee ee a ion ah aes ee Gok: hae 
ies made of the companies and| Advices received here from the| business of renting automobiles| i144 there is a good femal for|than they need to meet the de- 


; : 4 “poNe | without drivers “is t subject t 5 
dealers on the subject. It is ad-| companies are to the effect that, a. ahha cae ccaeemiadion ho | trucks. Many dealers, however,| mands of the different tastes and 
purses of their patrons. The sales 


mitted that the common duty of| as so many factors enter into the | tri i i 
7 . é ‘ requiring common carrier compan-| re still carrying far too many : 
17% per cent along with the con-| calculation—the duty, the taxes, | ies to obtain permits.” . | used cars for the profitable opera- | of used cars may be said to be 
al ; pcan sasliaialeebean | gaining. 


Collections are good and repos- 


2 
sessions comparatively rare. The 
“bonus” is stimulating a lot of 
business in new cars as well as 
used. Inventories of new cars are, 
eee generally, substantially above 
those of last year’s. 


Double Last Year 
- ‘ a L. M. Sorenson, Jackson Motor 
— ere - ‘ Car Co., Packard distributor and 
UNIVERSITY 4 ; - 5 dealer: “Business improves as 
- the season advances. It is twice 
as good as it was last year at this 
time. Used cars are moving a 
little better than some weeks ago, 
but only the cheaper ones, regard- 
less of make. We have been push- 
ing our used cars of late, and are 
only taking the best of trades. 
Collections are good and we have 
no repossessions. There is a lot 
of interest on the part of those 


A Ts ¥iSh Of) A ——— a ' who will get the bonus. Our new 
/ ‘ na nmi It 3 car inventories are larger than a 


: —y ‘ a Charles Davis, Freed Motor Co., 
’ ’ : Plymouth and De Soto distribu- 
tor and dealer: “Business is 
very good in both used and new 
cars. We are in good shape re- 
. = garding the latter, but the pres- 
MEDIUM -INCOME S = ; ent low finance plan has certainly 
NEIGHBORHOOD / Es ; J made many people buy a moder- 
: 4 sed ; ? ; = ate priced new machine who 
Miss G ‘ ee of % would ordinarily have taken a 
ice cream company. Lives at f a , ~ ; good used one. We have just now 
home. Four incomes in : re ? LOW-INCOME 45 used cars on hand and seven 
fenily. They own © car, ; 4 4 NEIGHBORHOOD - salesmen in the used car depart- 
e ; ment, so that really we have too 
Mr. ¢ . Railroad em- few, if anything, used machines 
ployee. Rents home. Carries j in stock just now for the number 
of salesmen selling them. Collec- 
. rege tions are very good and there are 
Daughter a student. Owns no repossessions. The bonus is 
electric refrigerator, radio, moving quite a few cars, new and 
electric washing machine. used. Our inventory of new cars 
is larger than a year ago.” 
Moving Better 
R. A. Brower, president Brower- 
Towler Motor Co., Reo, Hudson- 
Terraplane dealer: “As far as 
volume is concerned, business is 
fine. The used car situation has 
hurt profits this spring. Used 
cars have moved better the past 
week or two and a lot of them 
will be sold. I have an idea that 
a lot of 1936 models are going to 
be taken back the next several 
months. New machines are mov- 
ing better than used, so far.” 


High Tax Rates 
Discourage Use 


Of Motor Cars 


NEW YORK. — Evidence that 
high gasoline tax rates tend to 
decrease the density of the na- 
tion’s automotive population and 
thereby curtail both trade and tax 
revenues has been found in a sur- 
vey comparing state gasoline tax 


electric refrigerator, radio, 


vacuum cleaner. Top credit. 
substantial life insurance. 


Top credit. 


Copyright, 1936, The American Magazine, New York, N.Y. 


But whoever they are and wherever they are, these 
readers who make up The American Magazine rates and state population per 


The Diamond Market—Profitable for motor vehicle. 


Diamond Market have one common characteristic — ; 

The survey disclosed also that 
financial responsibility. They are recognized as ‘‘good _ ; reduction of excessive gasoline 
a's *P : y > 5 Ad ertisers and Retailers tax rates would tend to create a 
pay” in their own home towns. They meet all obliga- $2,440,000,000 market for approxi- 
‘ 7 - : : P mately 4,632,000 motor vehicles, 
The American Magazine audience forms a increase gasoline demand about 
= a ¢ c 2,780,000,000 gallons, and provide 
DIAMOND, extending from top to bottom of the Sr semaahe af abeat Gieneenael 


The American Magazine Diamond Market buys 
national income triangle. It’s wide in the middle annually. 
It was found that the average 


what it wants. But even more important to advertisers ; one ; “san 
° . —the medium-income section—where nationa : “pe ‘ 

—to manufacturers and retailers — The American ™ ne oe = = en ——— 
M ‘ne Dj sed oak sales are greatest. It tapers at the top, where poon _ ened upon yee 
| 7 oO l ¢ c ’ 9) , 

Viagazine lamon arket pays for what tt uys. there are fewer people, and tapers at the bottom, registration, is 4.83 persons per 
sie anaes . preaci > . . motor vehicle. In 12 states and 
where there is a decreasing market for the sale cnn euacerken ne Geeeaanie’ ane 
of most nationally advertised products. But far gasoline tax rates do not exceed 
. h he si f The Ameri three cents per gallon, the aver- 
more important than the shape o e ‘American age density is 4.11 persons per 


2s 
Magazine’s Diamond Market is its character. i a ewer, - 28 — 
wi gasoline tax rates oO our 
ad £ ad / l i i ( ‘ It’s profitable from top to bottom. Jt Buys Regu- cents to five cents per gailes, 
, j 1s ) r what it Buys. there are 4.86 persons per motor 
larly and it Pay Regularly fo J vehicle, and in eight states with 


gasoline tax rates of six cents or 
more there are 7.61 persons per 


THE AMERICAN MAGAZINE, THE COUNTRY HOME motor vehicle. 


tions on the date due. 
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Nationwide Trend to Lower Motor Levies Seen 
Gas Tax Cut da New York 


May Start Ball Rolling 


NEW YORK.—Hailing the one 
cent reduction in the New York 
state gasoline tax as the first step 
in a nationwide movement toward 
tax relief for motorists, Baird H. 
Markham, director of the Amer- 
ican Petroleum Industries Com- 
mitee, predicted this week that 
automotive taxpayers of other 
states would insist upon similar 


reductions when their legislatures | 


meet next year. 

He saw another tax victory of 
great importance in the recent 
ruling in New York state courts 
that the state gasoline tax must 
be excluded in computing the 
amount of a general sales tax. 
Prior to this decision, New York 
City had levied its local sales tax 
both on the cost of the motor fuel 
and federal and state gasoline 
taxes. 

National Significance 

“The action of the New York 
legislature in reducing the state 
gasoline tax to three cents a gal- 
lon is of national significance,” 
Markham declared. “For the first 
time since the depression started 
a major tax has been reduced. I 
believe this move is going to be so 
popular with the voters that other 
state legislatures will make simi- 
lar efforts to reduce taxes—es- 
pecially gasoline taxes.” 

Since the tax reduction fight 
started in New York State, he 
pointed out, measures have been 
introduced in two other states to 
reduce their gasoline tax rates. 
He expressed the belief that 1937, 





other states making similar re- 
ductions wherever their gasoline 
tax rates are excessive. 


“The action of the New York 
legislature is not only a frank 
recognition that a sales tax of 35 
per cent on an essential com- 
modity is too high,” he said, “but 
the reduction will partly correct 
another injustice whereby motor- 
ists have been forced to bear an 
undue share of the increasing 
state expenses through diversion 
of highway funds to general pur- 
poses. 

May Be Start 

“Few realize how rapidly gaso- 
line taxes have risen in the past 
decade. Nevertheless, if the same 
rate of increase were to continue 
for another decade, the average 
motor vehicle in the United States 
would be paying nearly $400 a 
year in gasoline taxes alone. The 
reduction inaugurated in New 
York is important nationally be- 
cause it will mark the end of this 
trend of ever-increasing taxes. If 
we are going to have tax reduc- 
tion at all, we have to start 
somewhere, and we hope this is 
the start.” 


Heath Named 


DETROIT. — Ex-Cell-O Aircraft 
& Tool Corp. of this city, has ap- 
pointed A. D. Heath, Indianapolis, 
Ind., as exclusive representative in 
the southern Indiana territory. Heath 
will handle all of the company’s 
products in this territory, including 
those of the Continental and ma- 


being a legislative year, will find | chinery divisions. ° 


* 





e---- - 


UNUSUAL SERVICE PROBLEMS were recently encountered by the Auto Car Co. in St. Louis, when 
it was necessary to repair the 34-year-old speedster above. This car was purchased new in 1902 by a 
St. Louis man for his daughter. It is now the proud possession of the younger generation. It is a veteran 
of many parades and is still capable of 35 miles per hour. Beside it is the chassis of the latest Autocar 


truck. 





1,000,000 Motor Tourists 
To Carry Homes on Wheels 


WASHINGTON.—Nearly 1,000,- 
000 members of the 1936 army of 
motor tourists will carry all the 
comforts of home with them, 
traveling with trailers attached to 
their cars, according to a predic- 
tion this week by the American 
Automobile Assn., which also de- 
clares that “the recent increase in 
the popularity of these homes on 
wheels has been little short of 
phenomenal.” 


“Economy, comfort, and abso- 
lute freedom of travel have been 


* 


Products and Prices that are 


COMPHITITIVE 


HE NasH-LAFAYETTE line, with 
20 models priced from $595 to 
$995 at the factory, puts dealers in a 
position to compete in 98% of the 


market. 


Each Nash-LaFayette series combines 
the important selling points of its prin- 
cipal competitors in each price field 
plus exclusive advantages which give 
dealers additional selling weapons. The 
Nash Automatic Cruising Gear, avail- 
able on even the lowest-priced Nash- 
built car, the LaFayette, is an example. 


* * * * 


Because the Nash Motors Company 
is one of the four financially-strongest 
manufacturers in the industry, dealers 
are assured of a continuity of policy 


and the advantages of the latest de- 


velopments in design and engineering. 
If you would like to learn more about 
a franchise which offers you not only 
salable products at highly competitive 
prices, but many protective features 
designed for the dealer’s benefit, write 
or wire the Nash Motors Company, 
Kenosha, Wisconsin. 


THE NASH-LaAFAYETTE 


Qui Lo Win America 


FRANCHISE 











principal factors in the gaining 
popularity of the highway homes,” 
says an AAA statement. “Persons 
fortunate enough to have com- 
paratively long vacations yearly 
and many retired business and 
professional men make up the 
greater part of the trailer army; 
while a large number of people, 
estimated at 100,000 or more, have 
given up their homes entirely and 
now live permanently on wheels. 


“A great many trailer manufac- 
turers have appeared almost over- 
night, offering a wide variety of 
models to fit every taste and 
pocketbook, and are doing a land- 
office business. 

“Already the trailer fans have 
organized at least two informal 


| associations, the Tin Can Tourists 
of the World and the Automobile | 
| Tourist Assn., which sponsor reg- 
| ular meetings of the trailer popu- 


lation in various sections of the 
country. 


“Parks and camps, specially de- 
signed for trailer occupancy, dot 


| the country, many providing spec- 
| ial 
| light connections that can be April,” it was stated. 


running water and electric 


fitted directly to the trailer bodies. 
“Trailers unquestionably have 
come to stay and it is more than 
probable that an ever-increasing 
number of roaming bungalows 
will participate in the annual out- 
pouring of highway travelers.” 


Texas Registrations 


Show April Decrease 


AUSTIN, Tex.—The Bureau of 
Business Research, University of 
Texas, reports that a “sharp de- 
cline” in new passenger car regis- 
trations occurred in Texas during 
April in comparison with the 
preceding month, “but sales were 
still substantially above 1935.” 


The bureau’s survey, based on 
reports from 15 representative 
Texas counties, showed a total of 
6,330 new passenger car registra- 
tions in April, or 18.1 per cent 
| below those of March, “but 15 per 
cent above those of April, 1935. 
For the first quarter aggregate 
sales were up 15 per cent from 
the corresponding period last 
year. The tendency which has 
been noted for many months of 
the greatest sales increase to 
occur in the higher price groups 
was again in evidence during 





M ae Cars are Problem 


To Trailer 


DETROIT.—Although still in its 
swaddling clothes the house 
trailer industry is making as 
many changes in design and en- 
gineering as the automobile busi- 
ness in its early days. The 
changes are being brought about 
because of the design and con- 
struction of the new cars. 

The 1936 automobile has pre- 
sented new problems for the 
trailer makers. While the trailer 
makers are following the stream- 
lining mode, the 1936 cars with 
their long rear over-hang have 
forced the trailer makers to 
change their methods of weight 
distribution. In addition, the 
softer springs now in vogue on 
passenger cars increase the ques- 
tion of how much weight can be 
put at the point of the hitch be- 
tween the car and the trailer 
coach. 

To further complicate matters, 
there is a growing tendency to 
increase the weight of trailers, 
due to the demand for larger 
units. In many cases this has 
resulted in auxiliary springs on 
the rear axles of the towing cars. 
Other attempts to move the trailer 
wheels forward to reduce the 


weight of the front end of the} 


coach have proved unsuccessful. 
Moving the weight to the rear of 
the trailer causes bobbing at high 


Manufacturers 


duce the traction of the rear 
wheels of the towing car. 

The latest solution to the prob- 
lem is seen in the new Covered 
Wagon jobs in which the applica- 
tion of a new type of wheel ar- 


| duce and has a tendency to re- 


rangement has been provided. It 
consists of a four-wheel unit sim- 
ilar to that of the railway coach 
type truck. The wheels are placed 
at a point where the entire weight 
of the trailer is placed on the 
trucks or wheels, reducing fore- 
ward or backward rocking move- 
ment. The wheels are placed 
closely together and in tests has 
shown to have practically no 
weight on the hitch drawbar or 
axle of the towing car. By being 
placed together, the wheels also 
track in line when rounding 
curves or turns in the road. 

The new construction also en- 
ables the owner to make couplings 
between the trailer coach and the 
towing car easier, and will have 
a tendency to eliminate many of 
the gadgets and devices which 
trailer owners have devised to 
facilitate coupling or to hold the 
coach on an even keel. Trailer 
coaches of the four-wheel type 
are now being exhibited and it 
is believed the new suspension 
.will enable manufacturers to re- 
design the present types and 
make larger and safer units. 
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Purchases J. M. Carpenter Tap 
and Die Company to service 
manufacturers in Middle West 


“Greenfield”? announces the acquisition 
of a complete, modern plant in Detroit 
which has been fully equipped and 
staffed with trained tool designers and 
engineers to give Middle Western man- 
ufacturers the most rapid service ever 
available on “‘special’’ taps of all kinds. 


Full stocks of all standard 

“Greenfield” tools will also be 

carried at this Detroit plant to 

fill emergency orders, so what- 

 . ever your needs, they can be 

OS 2 satisfied completely, and 
) quickly. 


quality tools; a skilled advis- 
ory and engineering service, and speedy 
delivery when you send your orders 
for “‘special’” taps to the new Detroit 


: 
You may count on highest 
plant. 


THE DETROIT ADDRESS 


2102 West Fort Street 
Telephone LAfayette 0411 





Oh aie eed etn ct-es te 
periority on abrasive or stringy 
materials, low carbon steel, cast 
Pike mrcii Cte at eet i ager 





GREENFIELD TAP & DIE CORPORATION 
Greenfield, Mass. 
New York Chicago Detroit 


eo @ oo GREENFIELD J 
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Speed Kings Groom Mounts for 500 Mile Race 


Officials Expect ect New Records 
Due to Track Improvements 


By BOB MOUNTSIER 


INDIANAPOLIS.—Next Saturday is the biggest day of 
the year in the American automobile racing world, for it 
brings the International 500-Mile Sweepstakes on the 
famous Indianapolis Motor Speedway. What with improve- 
ments made on the two and a half mile track since last 
summer and to the cars which will start at 10 a. m. with 
the big boom of the gun the experts have it that this will 
be the “fastest, safest and most thrilling classic ev ever seen 


on the brick oval.” 

Trials started last Saturday, 
with eight cars qualifying that day 
and the same number the follow- 
ing. As a result Rex Mays, 25- 
year-old speedster from California, 
and the Gilmore Special will have 
the coveted pole position. Mays 
high-balled the car over the re- 
vamped track at a speed of 119.644 
m.p.h. Wild Bill Cummings, the 
1934 winner and champ, raised the 
fraction to .845, doing one lap in 
120.643 m.p.h., but the mark was 
not allowed, since he went over 
the 2% gallon gasoline limit to the 
extent of one quart — just the 
amount that Mays had to spare. 

Held Speed to 115 

However, Bill went out the next 
day and qualified, with the same 
one of the Boyle Products Spe- 
cials, playing safe on the gas by 
holding his speed down to 115.939. 

Following are the results of the 
qualifying trials on the two days: 


MAY 16 


Driver Car 

Rex Mays—Gilmore Spl. 

Babe Stapp—Pirrung Spl. 

Chet Miller—Boyle Products Spl. 


Doc MacKenzie—Gilmore Spdwy. Spl. . 
Herb Ardinger—Bowes Seal Fast Spl... 
George Connor—Marks-Miller Spl. 

Cliff Bergere—Bowes Seal Fast Spl. .. 


Louis Tomei—Wheeler Spl. 
Wilbur Shaw—Gilmore Spl. 


Shorty Cantlon—Hamilton-Harris Spl... 


Ted Horn—Hartz Spl. 


Fred Winnai—Midwest Red Lion Spl... 
Bill Cummings—Boyle Products Spl. .. 


Geo Barringer—Shafer Spl. 


Floyd Roberts—Burd Piston Ring Spl. 
Jimmie Snyder—Belanger-Miller Spl. .. 


Among those who turned in 
slower speeds for their trials than 
a year ago were Rex Mays, Bill 
Cummings, Shorty Cantlon and 
Cliff Bergere. With 16 cars quali- 
fied, trial for the remaining 17 
starting positions are being re- 
sumed today and will continue 
through next Thursday. Each car 
is required to make 10 laps on 


© ae 


the two and one-half mile brick 
oval. And the qualifying speed 
is based on the time for the 25 
miles, providing the fuel limit of 
two and one-half gallons is not 
exceeded. 
Milton to Pace 

That not so old timer, Tommie 
Milton, who won the Indianapolis 
speed classics of 1921 and ’23 and 
is now an experimental engineer 
with Packard, will pace the field 
of 33 cars off to a one-lap flying 
start with a white Packard 120. 
And the Packard car goes to the 
winner—with no strings attached. 

T. E. Myers, general manager 
of the Indianapolis Motor Speed- 
way, who will circle the course as 
Tommie’s passenger — hold your 
hat, Pop!—says that adding up 
the Packard gift, the $20,000 cash 
prize from the Speedway, acces- 
sory money and lap prizes from 
various corporations and indivi- 


1935 

Qual. Time 
M.P.H. M.P.H. 
119.644 120.736 
118.945 116.736 
117.675 113.522 
116.961 114.294 
116.369 None 
116.269 114.321 
113.377 114.162 
111.078 110.794 


116.854 
118.205 
113.213 
115.138 
116.901 
None 

118.671 
112.249 


117.503 
116.912 
116.221 
116.221 
115.939 
112.700 
112.403 
111,291 


12:45.94 
12:49.81 
12:52.11 
12:54.39 
12:56.27 
13:18.58 
13 :20.69 
13 :28.69 


duals should make the winner’s 
share the richest in the history 
of the race. Already Rex Mays 
has the hand-carved gold and 
ruby belt offered to the winner 
of the pole position. 

Ticket sales for the Indian- 
apolis speedway’s big day are re- 
ported to be far ahead of 1935. 

The honorary starter for the 33 





SALABILITY! 


Bedford Cords 


IN THE MODERN AUTOMOBILE 


SIDEWALL FABRICS 


- HEADLININGS 


CURTAIN MATERIALS 
PACIFIC ACOUSTIC PANELS 


PACIFIC MILLS 


Boston 


THERE 1S NO PROFITABLE 


New York 


Detroit 


SUBSTITUTE FOR QUALITY 
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THE OFFICIAL CAR used by Charles Merz, of Indianapolis, as 
chief steward of the 500-mile Memorial Day Classic travels in faster 


company than ever this year. 


Once again the track official selected 


the De Soto Airflow as his streamlined “office” during the time trials. 





cars on the 500-mile grind will be 
Capt. Albert W. Stevens, who 
soared 74,187 feet to a new world’s 
altitude in the stratosphere, so 
Capt. E. V. Rickenbacker an- 
nounces. 


The honorary referee will be 
none other than a former cham- 
pion, Ralph De Palma, now Pack- 
ard dealer at LaFayette, Ind. 


Monday evening the 16 mem- 
bers of the Champion 100-Mile-an- 
Hour Club, sponsored by the 
Champion Spark Plug Co., will 
meet in annual session at a din- 
ner at the Indianapolis Athletic 
Club. There they had a chance 
to gaze upon the huge and hand- 
some silver cup which constitutes 
a history of all the Indianapolis 
500-mile races up to this year. In 
checkerboard formation it carries 
the names of past winners, and 
their heads in relief, and it won’t 
be long now before it sports the 
name and head of the 1936 In- 
dianapolis winner. 


Jenkins Has Two Plans 


Ab Jenkins, that superman of 
speed and stamina, the only one 
in the world who has driven for 
24 consecutive hours at a rate well 
above 100 m.p.h., has two speed 
plans on the fire. He and Horace 
Millhone have purchased two Cur- 
tiss Conqueror unsupercharged 
airplane engines of 650 h.p. each. 
One of them is being adapted for 
mounting in the Duesenberg chas- 
sis which Ab used in establishing 
his 24-hour record of 135.4 miles 
per hour last August. With this 
new combination job Jenkins fig- 
ures on going out after a string 
of records between July 1 and 15 
on the Bonneville salt bed in Utah. 


Later Jenkins intends to mount 
both engines in a specially built 
chassis to attack Sir Malcolm 
Campbell’s Bonneville record of 
301.1292 m.p.h. For this purpose 
Ab tells me he will supercharge 
the two 650 h.p. engines and get 
a total of about 2,800 horses. 


Flash.—By the time this gets 
into ADN print, Capt. George 
Eyston, Britain’s No. 2 record- 
gatherer, may have started his 
second big run-around for all rec- 
ords from 10 miles to 24 hours 
continuous driving, also on the 
Bonneville Saltbed. The Eyston 
car is the revamped Speed of 
the Wind, the special British job 
with which he garnered 32 world 
and international records last Sep- 
tember at Bonneville, with the 
outstanding figure of 140.52 m.p.h. 
for 24 hours of continuous driv- 
ing by himself and an assistant 
driver. 

Pillsbury Supervising 

Art Pillsbury, that more or less 
native son of a certain western 
state, is supervising the Bonneville 
trials for the Contest Board of 
the American Automobile Assn. 
However, Art’s sun-tanned face 
will be seen at Indianapolis next 
Saturday. 

Said Senor Pillsbury, alias “A. 
C. Pillsbury of Los Angeles,” re- 
cently flew east from the Pacific 
to inspect the speed plant at 
Goshen, that famous horse race 
track which is to have its first 
hosspower race on June 13. Pro- 


nouncing the Good Time course 
the “most perfectly equipped 
mile track I ever saw,” Art said: 
“Frankly, the safety precautions 
are beyond my expectations. The 
fast clay surface assures the high- 
est possible speeds of any dirt 
track in America, plus exceptional 
safety.” 

As for the coming speed buggy 
derby, William H. Cane, owner 
of the Goshen track says: “It’s 
up to the race drivers themselves 
now. I am looking for a show 
here June 13 which may even 
rival the Hambletonian Stakes— 
and that’s saying a lot.” And 
equine publicist, Alden Calkins 
says: “The tranquil village of 
Goshen is agog over its first au- 
tomobile race. Various local speed 
demons have tried out the Good 
Time track in trying to get some 
idea of what Kelly Petillo, Wild 
Bill Cummings, Billy Winn, Doc 
MacKenzie and other racing stars 
are going to do on the big day 
three weeks hence.” 

Presents Night Races 

Presenting the only night races 
in the United States, the new 
Union (N. J.) Speedway opened 
its season a week ago last night. 
This half-mile oval, managed by 
Andy Watts and Carl Schwartz, 
offers a sprint program every 
Friday night. 

The Ascot Speedway, in Los 
Angeles, which used to have night 
races, recently suffered a bad fire 
which may eliminate it from the 
racing circuit. About 150 feet in 
the center of the grandstand was 
burned, and it was necessary to 
raze the balance of the structure. 
Ascot has been idle since last 








year when the contest board 
ordered improvements intended to 
provide greater safety for racing 
drivers. 

The Jefferson County Fair, at 
Watertown, N. Y., will have two 
days of speed competition on Aug. 
14 and 15 in view of a sanction 
granted to B. Ward Beam by the 
3-A Contest Board. 

So successful was Ralph Hank- 
inson’s recent race meet at Read- 
ing that he has received a sanc- 
tion for another meet at the 
Reading fair grounds on July 12. 
The July 4 date at Allentown has 
been cancelled. 


Stout Predicts 
Nation ¢ on n Wheels 


BERKELEY, Calif.—The Ameri- 
can city of the future may be 
composed largely of mobile units 
erected on wheels instead of 
foundations, according to William 
B. Stout, former president of the 
American Society of Automotive 
Engineers. 

Already this metamorphosis has 
begun, he declares, and economic 
conditions as well as the develop- 
ment of the automotive home are 
the two factors that assure its 
steady progress. 

Stout points out that a large 
part of the population of the 
United States is constantly mov- 
ing. From the present status of 
merely families on wheels it will 
be only a step to cities on wheels, 
he believes. 

Economic advancement, he 
says, is bound to meet the situa- 
tion by devising homes which 
can be wheeled about in sections. 
This merely will be a step fur- 
ther than the present automobile 
house-trailer idea. 

But this in turn, Stout foresees, 
will entail the succession of poli- 
tical management of cities by a 
business management, for the 
taxpayer simply will move to the 
city with the most economical tax 
program and with the best-man- 
aged business establishments. 

The mobile city, he thinks, will 
not only present economic advan- 
tages but will appeal to the roving 
instinct of human beings. To 
make it more and more probable, 
he declares, it will open a new 
field of expansion to the automo- 
tive industry that is not likely to 
overlook its possibilities for in- 
creased production. 





Engine Rebuilders to Meet 


In Cincinnati June 1 to 4 


INDIANAPOLIS.—Final ar- 
rangements for the largest con- 
vention ever held by that body 
are under way in the headquart- 
ers of the Automotive Engine 
Rebuilders’ Assn. here. The com- 
ing convention—the 14th annual 
meeting of the association —is 
scheduled for June 1-2-3-4 in the 
Netherland Plaza Hotel at Cin- 
cinnati. 

An extensive program of busi- 
ness and social events has been 
arranged by the convention com- 
mittee composed of John L. 
Heckman, L. C. Smith, J. J. 
Eldridge, P. C. Young, C. W. 
Yount and R. G. Patterson. A 
committee headed by Mrs. J. J. 
Eldridge and Mrs. W. H. Lehman 
will welcome the feminine visitors 
to the convention and handle the 
entertainment schedule for the 
ladies. 

From the shop angle a program 
of discussion has been arranged 
which will cover commercial en- 
gine rebuilding, the advantages 
of rebuilding, cleaning engine 
parts, supplemental machine shop 
activities, annodizing pistons and 
the effect of diesel business on 
the engine rebuilders. 

From the business point of 


view, similar discussions will 
cover the Federal Trade Com- 
mission’s complaint against na- 
tional wholesalers’ associations, 
the “gyps” in the rebuilding busi- 
ness, selling or “missionary” 
salesmen, shop obsolescence, the 
rebuilder’s position in the auto- 
motive field, the changing market 
for rebuilding and other subjects. 


More than 41 leading parts and 
equipment manufacturers have 
already reserved exhibit space, 
the committee announces. 


CONVENIENT TO 
AUTOMOBILE ROW 


That’s why so many 
automotive executives 
make the Lenox their 
headquarters when in 
Buffalo. 


RATES 
Single $1.50 to $3.00 
Double $2.50 to $5.00 
Family Suites $5.00 up 
Write for free A.A.A. road map; also 
our folder with map of downtown 
Buffalo. 


moter LENOX 


140 North Street, near Delaware 


BUFFALO 


CLARENCE A. MINER, President 
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Many Safety Campaigns Carried on in Chicago 


Newspapers Join Efforts 
To Cut Traffic Fatalities 


By MEL ADAMS 


CHICAGO. — Safety drives of 
various sorts are in the limelight 
here just now, and, although mo- 
torists are being treated sternly 
in the campaign to cut down ac- 
cidents, the activities are having 
no adverse effect upon new and 
used car sales. Predictions are be- 
ing made that the April peak will 
be exceeded by the May registra- 
tions in this county. 

Most prominence is given in 
the press to the punishment 
meted out by Judges John Gut- 
knecht and Gibson E. Gorman, 
who preside over the traffic 
courts. They are slapping jail 
terms and stiff fines on offenders 
at a merry rate, particularly those 
convicted of drunkenness, leaving 
the scene of accident and reck- 
lessness at the wheel, including 
speed too greatly in excess of 
legal limits. 

Must View Victims 

In addition to fines, Judge Gut- 
knecht makes a practice of order- 
ing offenders to the County hos- 
pital for a view of victims of traf- 
fic accidents. The proceedings in 
his court are also broadcast each 
evening over a radio station. 

While severe in many instances, 
the judges show leniency in cases 
where the offenders are other- 
wise than willful or chronic vio- 
lators. 

Motorists are given credit for 
having their troubles also. For 
several weeks John Jenkins, auto- 
mobile editor of the Chicago Daily 
News, has been conducting a cam- 
paign against holes, ruts and 
other defects in the city streets. 





New Buses Expected 


To Cut Into Railroads 
CHICAGO. — Twenty - six hours 
between New York and Chicago, 
a $12.50 rate including meals, and 
real Pullman comfort, are fea- 
tures of a new bus service just 
inaugurated by the All American 
Bus Lines of this city. The serv- 
ice is expected to give railroads 
the stiffest competition they have 
yet encountered because of the 
speedy schedule and extremely 
low rates charged on the buses. 
B. T. Peyton, president of the 
company, announces that each 
compartment will be equipped 
with regular Pullman sleepers, a 
radio and loud speakers. Stops 
will be made only for meals be- 
tween New York and Chicago. 
There will be two drivers, who 
alternate every 200 miles, a con- 
ductor and porter on each bus. 


| As Others See It| 


(Continued from Page 6) 


fact that the industry has been 
built to the point where mass 
production methods offset any 
lower wage differentials that 
other countries may possess. But 
how was this huge volume built 
up in the first place? The United 
States has had but few natural 
advantages in creating an in- 
dustry for which, by common ac- 
cord, it is known throughout the 
world. It is to management and 
its vision that the credit must 
go, to a management which built 
the industry during a time when 
it was for the most part accorded 
no tariff protection. Even today it 
utilizes steel] made in the high- 
cost American market and de- 
pends on many imported sub- 
stances, notably rubber, for much 
of its raw material requirements. 

American industry, where it ap- 
plies the efficient methods of 
production, accounting and sales 
that characterize automobile 
manufacture, can safely afford to 
take the position of the Automo- 
bile Manufacturers’ Assn. — Wall 
Street Journal. 


His staff is made up of readers 
who act as observers of bad pav- 
ing conditions. 

The Herald and Examiner has 
also come to the defense of mo- 
torists, a recent editorial pointing 
out that pedestrians as well as 
drivers have responsibilities in 
the direction of carefulness and 
alertness. R. M. Vandivert, auto- 
mobile editor, is in general charge 
of the safety campaign for this 
paper. 

On the theory that compulsory 
inspection of motor vehicles will 
help correct the situation to a 
large extent, the city in co-opera- 
tion with the Chicago park dis- 
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up 18 testing stations with safety 
lanes in connection. 

The authority is granted by 
state legislation enacted last sum- 
mer and a subsequent ordinance 
passed by the city council on 
Oct. 30, specifying semi-annual, 
compulsory inspections. 

Operation of the stations is to 
be financed from the city wheel 
tax, and Thomas S. Gordon, ve- 
hicle license commissioner, will 
be in charge of administration. 

To Remove Klunkers 

One effect of the campaign is 
expected to be the removal of 
cars in the junk class from the 
streets. The tests to be made will 
include inspection of brakes, 
wheel alignment, lights, wind- 
shield wipers and rear view mir- 
rors. 

Automobile dealers here fore- 
see a stimulus to their servic¢é 
business, which at present is at 





| Ford Adopts 


Air Conditioners 


DEARBORN, Mich.—A_two- 
year program calling for air con- 
ditioning of administrative offices 
of principal branches of the Ford 
Motor Co. in the United States 
has been embarked upon, it was 
announced this week. 

Installation of air conditioning 
units in the offices of Ford 
branches at Edgewater, N. J.; 
Somerville, Mass.; Chester, Pa.; 
Chicago, Kansas City and Dallas, 
Texas, has been ordered carried 
out at once and is expected to be 
completed before hot weather 
sets in. 

The entire program will require 
two years to complete. It is esti- 
mated at $260,000. 

Ford has been a pioneer in the 





use of air conditioning not only 
in its offices but also in key de- 
partments of the Rouge plant. 

The home office, the engineer- 
ing laboratory and Dearborn Inn, 
the Ford-owned hostelry close by 
Greenfield Village, Henry Ford’s 
early American community here, 
all were air conditioned in the 
spring of 1935. 

At the same time air condi- 
tioning was installed in key de- 
partments of the Rouge plant, 
particularly in the foundry ma- 
chine shop, the molding rooms of 
the Rouge plant foundry as well 
as in the chemical and metal- 
lurgical laboratories, the engi- 
neering draughting rooms, the 
ceramics laboratory and an X-ray 
room. Air conditioning has been 
used for longer periods in “con- 
stant-temperature” rooms where 
important inspections of manu- 
facturing precision are made. 





trict is rushing plans for setting! record heights. 


THE GREATEST TRUCK COMPANY 
IN THE INDUSTRY 


Has Opportunity for Men of 
Outstanding Ability 


HIS advertisement is addressed to men 

of integrity—men who are ambitious 
to apply a successful selling record against 
a greater opportunity. Transportation is a 
specialized business and we offer the train- 
ing necessary to develop intelligent men in- 
to expert transportation salesmen. We are 
not interested in men who think their big 
job in selling is selling themselves. We are 
adding men to a sales organization of 
established ability where the pace is too 
swift for mediocrity. We are interested in 
men who know how to sell and can show 
sales records to prove it. To those men the 
door is open to the greatest selling oppor- 
tunity in the truck business. 


The company offering this opportunity 
gained 71.5% in registrations for the first 
two months of 1936 compared with the same 
period last year while the industry as a whole 
gained 21% for the same period. This is 
double the gain of any other manufacturer 
and two and a half times the industry’s 
average. Deliveries in March were greater 


than in any single month since March, 1927. 
Deliveries for the 1st quarter of 1936 were 
96.5% ahead of the Ist quarter last year. 


The company pioneered the modern stream- 
line styling of trucks and today its complete 
line is modernized inside and out. And 
behind this complete line of trucks is a 
record of ownership and performance with- 
out equal in the industry. The experience 
and facilities for quality manufacture plus 
the resources for constant progressive 
development, assure the continuance of the 
leadership this company has enjoyed for 
over a quarter of a century. 


Men of the type we are seeking are now 
employed. Their interest in allying them- 
selves with this organization will be on the 
basis of the greater opportunity it affords 
their capacity. Applicants should be specific 
as to their past sales record, personal history— 
and business experience, present connection 
and age. A photograph attached to letter is 
desirable. Address Box 1102 Automotive Daily 
News, New Center Bldg., Detroit, Mich. 


The present sales organization ts famtliar with and 
approves the publishing of this advertisement. 


aa SA 





Brent Lakes Exposition to Tell Story of Industry 
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Special Building Erected 


To House 


CLEVELAND. — Although not 
burdened with the 
title of “World’s Fair,” the Great 
Lakes Exposition, which is built 
around the basic 
manufacturers of the Great Lakes 
states, will be far more than a 
mere industrial or even a geo- 
graphical exposition. Those who 
are working on the program for 


the exposition declare that it will | 


without question be one of the 
largest expositions ever held to 
be devoted principally to the re- 
sources of a particular portion of 
the earth’s surface. 


Exposition fans who may look 
back with wistful longing on their 
visit to Chicago in ’33 or '34 and 
wish that they might again 
wander through the tremendous 
maze of its exhibits, or stroll 
through its amusement sections, 
will find when they visit the ex- 
position at Cleveland, between 
June 27 and Oct. 4, that the prin- 
cipal difference between the two 
will be that of sheer bulk. 


On Downtown Lakefront 


This will not be to the dis- 
credit of the Great Lakes Ex- 
position. Large enough to cap- 
ture the imagination of the visitor 
with the challenge of the strange, 
the bizarre, the magnificent, and 
with tremendous appeal to the 
emotions through the eye, the ex- 
position will still not be so im- 
mense as to defeat its own pur- 
poses by tiring out the visitor 
completely before he has covered 
the grounds. 

One of the most significant com- 
ments made about the plans of 
the Great Lakes Exposition by 
many competent authorities has 
been that the Cleveland lakefront 
permits a compact and efficient 
plot plan for exposition building 
purposes. 

The exposition will be held on 
Cleveland’s downtown lakefront 
for 100 days from June 27 to Oct. 
4, and will be devoted to the story 
of the country’s greatest indus- 
trial trade empire, one of the 
greatest manufacturing, financial 
and marketing areas of the world, 
the eight states bordering on the 
Great Lakes. It will be the offi- 
cial observance of the 100th anni- 
versary of the incorporation of 
Cleveland as a city. Four million 
people are expected to visit the 
exposition in the 100 days. 

Covers Modern Life 


While the basic theme of the 
exposition will be the romance 
of iron and steel, heavy machin- 
ery and tool making, the scope of 
the presentation will be so wide 
that every phase of industrial, 
civic, business and social life will 
be represented. It will be a 
graphic display of the natural re- 
sources, industry, manufactures, 
horticultural and agricultural 
products of the Great Lakes states 
and will be divided into the fol- 
lowing exhibits: iron and steel, 
machinery, electricity, transporta- 


pretentious | 


industries and | 








Auto Exhibits 


tion, pure foods and agriculture, 
horticulture, gas, office and busi- 
ness equipment, printing and 
graphic arts, and modern homes. 

Unusually large and compre- 
hensive automotive exhibitions are 
being arranged by the General 
Motors Corp., Chrysler Corp. and 
the Ford Motor Co. Other motor 
car manufacturers have also ex- 
pressed their intention of partici- 
pating in the exposition. A spe- 
cial automobile building is being 
erected to house the exhibits de- 
scriptive of this form of trans- 
portation. 

Has Automotive Building 
The automotive building will lie 


just to the north of the “Parade | 


of the Years” and will house ex- 
hibits of auto vehicles and related 
products. The building will be 
541 feet long and 228 feet wide, 
and will be styled in typical ex- 
position architecture. 

The building will be constructed 
with scissor trusses forming two 
long gable-roofed buildings, the 
roofs of which will have four con- 
tinuous lines of large horizontal 
louvres for ventilating purposes. 
The louvres will be screened to 
eliminate dust and insects. 

The space between the two 
buildings will form an interior, 
landscaped exhibition court, in 
which will be shown outdoor ex- 
hibits. Surrounding the structure 
at the entrances will be 32 gi- 
gantic pylons rearing more than 
70 feet into the air. 

Each pylon will be surmounted 
by a steel flag pole giving an ad- 
ditional height of 30 feet to the 
pylons. From each of the poles 
will be flown gay flags and ban- 
ners in keeping with special days 
and events to be celebrated at the 
exposition. 

Brilliantly Lighted 

The entrances will be protected 
by marquees indirectly lighted to 
form a horizontal line of brilliant 
illumination. A novel method of 
indirect lighting will illuminate 
the roof louvres at night, giving 
the impression of a _ building 
banded by horizontal streamers 
of light. 

The gabled ends of the building 
will be decorated with reliefs rep- 
resenting transportation. Each 
sculpture will represent a differ- 
ent version of travel, such as air, 
water, land and rail transporta- 
tion. 

The largest area which any 
single exhibitor will use is to be 
180,000 square feet of outdoor 
space, purchased by Firestone 
Tire & Rubber Co. This display 
will stretch several hundred feet 
along E. Ninth St., which divides 
the grounds in two. 


Employment Up 

WASHINGTON.— Employment in 
the automobile industry last year 
was 98 per cent of the 1929 total, 
according to the U. S. Department 
of Labor. Weekly pay rolls in the 
industry in 1935 were 31 per cent 
greater than in 1934, depart- 
ment’s figures show. 


the 





AUTOMOTIVE EXHIBITION building at the Great Lakes 


Exposition at Cleveland this summer. 


Modernly designed and bril- 


liantly lighted at night, the structure will house exhibits of automobile 


manufacturers and allied industries. 


It will be 541 feet long and 228 


feet wide. At one side will be | an exterior exhibition court. 


Mining Revival Boosts Salos 
Of Cars and Trucksin Denver 


DENVER.— The sale of new| 


cars continues good in the Den- 


in the 
state is also speeding up the de- 


newed mining activities 


ver area, according to local deal- | mand for trucks and this depart- 


ers. 
of Colorado also are bright with | 


sales far ahead of this time ala 
Business in general in | 
this city is good, which fact is up- | 
held by a statement just issued | 


year ago. 


from Denver’s postmaster, James 
O. Stevic. Receipts for the post 
office here during the past month 
was $315,965.83 an increase of 
4.20 per cent over the same month 
last year. This is but a sample 
of the proof of better business 
that can be given and is the 
reason for the greatly increased 
demand for new automobiles in 
the local market. 

“Our business at present, as far 
as new car sales are concerned, 
is 200 per cent better than a year 
ago,” said S. M. 
Motor Co., 
tor, 
sales is bright. Business for us 
is not only good here in Denver, 
but our dealers in the rural dis- 
tricts have staged a very remark- 
able comeback. This is due to 
the fact that farmers are in a 
much better financial condition 
right now than they have been 
for a number of years. 

“Mining is booming again in the 
state, too, and this fact is serv- 
ing to boost the sale of automo- 
biles. An interesting fact is that 
we have one dealer in a mining 
town, which is located 200 miles 
from a railroad. He is ordering 
ears by the railroad carload and 
has to go 200 miles to get them 
out of the car and drive them 
to his place of business. The re- 


Reports from other sections | 


Marcus, Marcus | 
Studebaker distribu- | 
“and the outlook for summer | 





ment of our business is showing 
a good increase over this period 
year ago as a result. 


“Right now I would say that a 
firm’s new car market limit is 
only gauged by his ability to 
handle the used cars that come 
in as trade-ins. The used car 
sales are showing improvement, 
but still dealers all have large 
stocks on hand and this market 
is being affected by the low pay- 
ment plan that makes it so easy 
to own a new car today. In fact, 
it is just about cheaper to buy 
a new car than it is a used car.” 


A note of encouragement for 
still better sales in the farming 
communities of the state is 
gleaned from a report just issued 
to the effect that a winter wheat 
crop for Colorado two and a half 
times as large as that of last year 
is the present project for this fall. 
Estimates fixed the anticipated 
1936 yield at 5,790,000 bushels, 
compared with a harvest of 2,- 
220,000 bushels in 1935. A double 
production of rye also is forecast 
this year. 

The demand for trucks is good 
in the Denver area and much bet- 
ter than a year ago. Just recent- 
ly a 49-car freight train carrying 
196 Chevrolet trucks consigned to 
Denver and northern Colorado 
dealers arrived in Denver. Gov 
Ed. C. Johnson, Mayor Benjamin 
F. Stapleton and A. W. Famular, 
Denver zone manager for Chev- 
rolet, with a large delegation of 
automobile dealers, met the train 
at the eastern city limits. 


Mechanically Correct 


BORG & BECK 
CLUTCHES 


DIVISION OF BORG-WARNER dhedhithdibedia dati tbedib, 








| ments decision 


Mayor Breaks Law; 
Taken for Ride 


RICHMOND, Va. (UTPS). 
—Mayor A. D. H. Fossey, 
Miami, Fla., was without 
his family automobile as a 
result of violating a police 
regulation by leaving ihe 
keys in his parked car. 

When he came out of a 
theatre here the automobile 
was missing, and a police 
radio car was called into 
service to take him home. 





Precision Parts 


At Ford Exhibit 


ATLANTIC CITY.—The “jew- 
els” of a modern automobile— 
the precisely made and vital parts 
which compare with the jewels 
of a fine watch—comprise one of 
the featured displays of the Ford 
exhibit at the Steel Pier here, 
which has broken previous early 
season attendance marks since 
its 1936 opening Easter week-end. 


Brilliantly lighted against a 
background of vermilion in cases 
fashioned like jewel boxes, the 
vital parts of the Ford V-8 en- 
gine and chassis form a striking 
exhibit of precision manufactur- 
ing. Most of the parts are shown 
in operation. 

Some parts, it is explained, are 
required to be within one ten- 
thousandths inch of specified size 
before acceptance for use in the 
car. This is a measurement about 
30 times finer than the diameter 
of a human hair. 


Within the engine alone there 
are 850 applications of measure- 
ments within one one-thousandths 
inch, and over 1,000 more within 
five one-thousandths inch, the 
Ford lecturer states. The basis 
of this accuracy is the use of the 
famous Johansson gauge blocks, 
which are accurate within three- 
millionths of an inch, as_ the 
standard with which all inspec- 
tion instruments are checked. 


Included in the jewel room dis- 
plays are piston pins, valves, rear 
axle gears, camshaft, transmis- 
sion gears, anti-friction bearings, 
distributor, generator armature, 
connecting rod, crankshaft, con- 
necting rod bearings, shock ab- 
sorbers, brake shoes and a cut- 
away engine. 


A8 White Coaches 
At National Parks 


CLEVELAND. Yellowstone, 
Glacier, Rainier, Sequoia, General 
Grant, and other national parks 
have augmented their transpor- 
tation fleets with 48 streamlined 
White coaches, especially built for 
national park scenic service. 

The coaches which will go into 
service at the beginning of the 
season at Yellowstone, Glacier, 
Rainier, Sequoia, and General 
Grant Parks are equipped with 
“roll tops” to provide passengers 
with a full view of the scenery. 
Special full-width seats have been 
installed. 


Suspend Road Work 


TORONTO (UTPS). — Although 
the federal government has agreed 
to aid Ontario’s roads building pro- 
gram this year to the extent of 
$3,300,000, it is stated that construc- 
tion work on the parts of the Trans- 
Canada automobile highway that are 
within the province of Ontario will 
he almost entirely suspended this 
year. 

On the chief remaining link of the 
Trans-Canada highway, known as 
the White River-Schreiber link, there 


| are at the present time some 2,500 


The Ontario govern- 
to indefinitely sus- 
pend operations on this road link, 
means that this large number of men 


men at work. 


| will soon be without jobs, unless they 


can be absorbed in road work in 


other areas. 
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Auto Radios Add 5,000,000 to Air Audience 


Mushroom Growth of Sets 
Revealed in CBS Analysis 


By LOU 

DETROIT.—Through the amaz- | 
ing growth in the use of automo- 
bile radios during the past few| 
years, between 3,000,000 and 5,-| 
000,000 families have been added 
to the radio audience, reports the 
Columbia Broadcasting System 
in its newly published “Radio 
Listening in Automobiles— An 
Analysis.” 

The development of the auto- 
mobile radio, as set forth in the 
analysis, is almost unbelievable 
in the rapidity of its growth, the 
number of sets now in use, the 
number of listeners and their 
listening habits and the total 
number of hours during which 
automobilists tune in on their 
favorite programs. 

Although the first automobile | 
set was built in 1922, the car 
radio was an expensive and rare} 
toy until 1930. In that year sales | 
shot up to 34,000, more than 
trebled in 1931, and two years| 
later were up to 724,000. Price 
reductions on the part of manu- 
facturers brought 1935 sales 
zooming to more than 1,000,000 
sets. 





Industry Booming 

On Jan. 1, 1936, there were} 
3,000,000 automobile radios on the | 
road and the industry was boom- 
ing at such a rate that confident | 
predictions of 5,000,000 before the | 
end of the current year were} 
made by authoritative sources. 

Thus, if the predictions are| 
realized, by the end of 1936 
4,000,000 families will have been 
added to the radio audience in| 
just two years, an almost fan-| 
tastic accomplishment. It took} 
four years—from 1930 to 1935 
for the first 1,000,000 sets to ac-| 
cumulate but in the succeeding | 
two years—1935 and 1936—the| 
total reached 5,000,000 sets. 

It was to find out exactly what 
these families do with their} 
radios on the road that CBS) 
entered into a very careful sur- 
vey of listening habits carried on 
by means of questionnaires and | 
personal interviews with car own- | 
ers and the members of their 
households. 

In answer to the question “How 
long do you listen to your auto- 
mobile radio per week day?” 
CBS was told that the average 
listening time is 2.6 hours per 
week day. Some drivers (7.9 per | 
cent) listen for six hours a day, | 
33.5 per cent listen for two hours | 
a day and 24.6 per cent listen | 
for one hour on week days. Only 
0.4 per cent did not listen at all 
on week days. 





Sunday Listeners Increase 


On Sunday, when the automo- 
bile radio audience bundles its 
collective children and dogs into 
the car and goes for a “nice, 
long ride,” the average time dur- 
ing which they listen to the radio 
advances to 3.2 hours. Average 
use of the automobile radio on 
Sunday shows a 23 per cent in- 
crease over week days. And, of 
course, the number of listeners 
per set shows a big jump on 
Sunday,. particularly in the 
summer. 

The average number of listen- 
ers per automobile set is 2.7 
persons. With 3,000,000 radio 
equipped cars, an average of 2.7 
listeners apiece means an auto- 
mobile radio audience of 8,100,000 
actually listening. This, accord- 
ing to the analysis, except for the 
figures on home-listening in the 
22,869,000 U. S. radio homes, 
comes close to the top for all 
media delivering complete adver- 
tisements. 

That people “get away” on nice 
days—but not from the radio—is 
revealed by the answers to the 
question “When driving, how 
often do you use the automobile 
radio?” Just 60.1 per cent of 





FOLEY 

those queried use 
more than 50 per cent of the 
time. Some 27.2 per 
between 25 and 50 per cent of the 
time and only 12.7 per cent less 
than 25 per cent of the time. 


Morning, noon and night the 


their radios 


automobile radio audience is busy | 


listening it would appear from 
the CBS analysis. In the morn- 
ing, 61.3 per cent, in the after- 
noon 62.1 per cent and in the 
evening a big jump to 90.6 per 
cent. An attempt was made to 


| discover from highway commis- 
sources how | 
the total number of hours that} 


sions and similar 


the average car is driven after 
dark compares with its mileage 


(OS 


cent listen | 
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to know. The above figures 
throw some light on this question. 


Used More in Summer 


Equal use of their cars all the 
year ’round was admitted by 47.5 
per cent of those queried. Some 
46.9 per cent used their cars more 
in summer than in the winter 
while 5.6 per cent 
they drove more in the fall and 
winter. If and when the count of 
automobile radios approaches the 


| number of home sets (and with| 


22,500,000 passenger cars in the 


declared that} 


| 


country this is plausible) the fact | 


that 46.9 per cent use their auto 
radios more in summer may 
mean the summer 


audience will | 


expand to even greater size than | 


the winter, 


New programs are discovered 


by 77.4 per cent of the automobile | 


radio audience while 22.6 per cent 
report they have found none. 
Favorite programs are followed 
by 86.9 per cent of the listeners 
while 13.1 per cent do not. Ap- 





parently there is no longer any 
need to stay home for “Amos ’n 
Andy” or any other favorite 
feature. 

The average length of owner- 
ship of a car radio set, the CBS 


analysts discovered, was one year. | 


This short term 
when it 
families have 


is not strange 


bought automobile 


| sets since Jan. 1, 1935, ‘than dur- 


ing all previous years combined 
The average cost of a set went 
down steadily until 1935 when it 
went up again due to marked 
engineering features incorporated 
into the sets. 

Finally, the analysts found that 


| 64.7 per cent of all sets were in 


cars costing $1,000 and under. 
Cars in the $1,000-$2,000 class ac- 
counted for 33.3 per cent of the 
sets and cars in the $2,000-$3,000 
class had 1.2 per cent. Cars cost- 
ing over $3,000 accounted for only 
0.8 per cent of the radio sets. 


is considered that more | 


N. Y. World’s Fair 
Aided by Lehman 


ALBANY, N. Y.—Governor Leh- 
man has approved the Dunnigan 
and Brownell bills to provide the 
necessary legal machinery to es- 
tablish the New York World’s 
Fair in 1939. 

One of the bills appropriates 
$250,000 to construct a boat basin 
in Flushing Bay. A second meas- 
ure allows New York City to 
issue $7,000,000 bonds to purchase 
lands for the fair site. The third 
bill empowers the city of New 
York to lease lands to the fair 
corporation and _ provides for 
regulation of the properties. 





The state has also appropriated 
out of emergency relief bond 


during the day. Nobody seemed 


BACKED BY A HALF A CENTURY 


moneys $1,880,000. 


OF GLASS MAKING EXPERIENCE 


N important fact to remember 

about Duplate Safety Glass is 

this: it is manufactured by the 

Pittsburgh Plate Glass Company. 

This Company has been making 

glass for more than half a century. 
Its experience in every phase ot 
glass manufacture over that 
period has equipped it with an 
understanding of materials and 
methods unequalled in the field. 
And what could be better as- 


surance than that of the high qual- 
ity and dependability of Duplate 
Safety Glass? 

Whether or not the cars you 


your glass replacement customers 
get Duplate. This policy will pay 
you valuable dividends in the long 
run. . . because it will strengthen 
handle are equipped with this your reputation as a dependable 
splendid safety glass, see to it that dealer who supplies only products 
of the best quality to his trade. 
And if the cars you sell are 
equipped with Duplate, tell 
prospective purchasers about 
it. Use it as a weapon to in- 
crease car sales. 


A PRODUCT OF 


Prat Furie ‘cass conrany | Glas 
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Automobiles Sold t 


Dodge Buyers’ 


‘Who’s Who’ 


Reveals Some Queer Facts 


DETROIT.—A veritable “Who’s 
Who in Automobile Buying’”—and 
an analysis of much more than 
purely statistical interest has 
been completed by Dodge. Being 
based on investigations of 175,922 
of the domestic retail sales made 


by Dodge dealers during the year | 


1935, the information gives an ac- 


curate and revealing cross-section | 


of the customer line-up from 


which the sales organization of | 
one major automobile manufac- | 


turer regularly draws its business 
in new motor vehicles. 
Ranging all the way from actors 


to xylophone players, the tabula- | 


tion of the commercial, profes- 
sional or other pursuits of the in- 


vestigated 175,922 buyers of 1935) 


Dodge passenger cars lists 101 
different occupations. A sorting 
of the figures shows that the 
country’s traveling and resident 
salesmen constitute the 
dealer’s most numerous custom- 


ers, 13 out of every 100 new cars| 


delivered having been bought by 
them. 
The nature of the next largest 


buyer contingent will surprise} 
learn | 


some readers when they 
that seven out of 100 Dodge pur- 
chasers were farmers. The third 


Dodge | 





classification also is likely to run 
counter to general surmise; it 
comprises America’s housewives, 


O 


ea 


| 
| 
| 
| 


who bought seven out of every | 


100 cars delivered by Dodge mer- | 


chants in 1935. 


While three occupations—sales- | 


men, farmers, housewives — pur- 


chased 27 per cent of the Dodge | 
cars in 1935, it required 10 high-| 


est ranking occupations to ac- 
count for 51% per cent of the 
sales, and 91 additional occupa- 
tions to furnish the other 48% 


| per cent. 


Housewives purchased more 
ears than doctors and teachers 
together. Clerks were buyers in 
nearly as many instances as man- 
agers or retired business men. 
Factory employes, as new-car 
buyers, surpassed lawyers, fore- 
men, government employes, rail- 
road workers or insurance men. 
Clergymen invested in 20 times 
as many cars as did actors; sten- 
ographers bought twice as many 
as musicians. Truck drivers 
ranked ahead of brokers. Labor- 
ers were on practically even foot- 
ing with bankers. Blacksmiths 
figured as car buyers twice as 
often, and soldiers more than 
seven times as often as stage folk. 





SF, jacingtime in Chicago 


Overlooking Lake Michigan, the’ great inland ocean— 
away from disturbing street noises —The Stevens offers 
you Chicago's finest hotel location—in the very center 
of things—on famous Michigan Boulevard. 

We’re old-fashioned at The Stevens, that is, when it 
comes to cheerful hospitality — but new in spirit. A 
friendly staff of employees interested in your comfort 
will make you enjoy every minute of your visit. 

You'll be amazed atthe many distinctive Stevens features 
at rates as low as two-fifty for one—four dollars for two. 


All outside rooms, each with run- 


ning ice water 
Floor clerk on each floor 
The inspiring roof promenade 
Fairyland for the kiddies 
Meals you will long remember 


Ladies’ Bridge Luncheons daily 
Billiard Room and Bowling Alleys 


Library and Reading Room 

The Stevens is the starting point 
of Gray Line sight-seeing tours 

Railroad, airline and theatre 
ticket offices in the Lobby 

Afew minutes walk takes you to the 
Art Institute, Adler Planetarium, 
Field Museum, Shedd Aquarium 


HOME OF THE CONTINENTAL ROOM 
Chicago's most intimate Dinner and Supper dancing room 


ee 





| pounds, the sum of $1; 
|}each additional 


2 
3 
sum of $4. 


4 


| more than one and one-half tons, 


6 


0 People in 101 Occupations 


IN A DELCO BATTERY SALES CONTEST conducted last month by United Motors Service among 
Mobilgas men in the White Star district of the Socony Vacuum Oil Co., the above Michigan men were 


adjudged the winners. 


As part of their reward the men were given a two-day trip to the Delco battery 


plant at Muncie, Ind.; the Delco-Remy and Guide Lamp factories at Anderson, Ind., and other points of 


interest at Indianapolis. 


Hart and H. H. Sullens, of United Motors, who acted as hosts. 


The men were accompanied on the trip by W. N. Potter, M. D. Hill, H. H. 
From left to right the men are (stand- 


ing): Harry Bryan, Pontiac; Ray Ranke, Detroit; R. Bontekoe, Muskegon; Ben Brady, Detroit; Otto 
Melotti, Detroit; M. D. Hill, Detroit; L. L. Lally, Detroit; H. H. Hart, Detroit; W. N. Potter, Detroit; H. 
H. Sullens, Detroit; L. A. Dantzer, Royal Oak; and (sitting): Melbourne Krul, Grand Rapids; Frank 
Allerton, Detroit; William H. Hartman, Detroit; E. A. Buelow, Detroit; Robert Long, Detroit; William 


E. Baier, Detroit, and Carl Krause, Detroit. 





Reduced License Fees Won  |Tax Diversion 
Costly to Farmer 


After Long Legislative Fight 


COLUMBIA, S. C.—South Caro- | other state, municipal or county | gasoline tax and other motor ve- 


|lina’s new combination highway 


act, passed by the Legislature 
after one of the bitterest fights on 
record, reduces automobile license 


| fees, beginning the first day of 
| November, 


1936, and 
thereafter, as follows: 


annually 


For each passenger motor ve- 
hicle weighing not over 2,000 
and for 
500 pounds of 
weight, or fraction thereof, 
additional sum of $1. 


For each motorcycle the sum 
of $1. 


For each truck of a capacity 
not exceeding one ton, the 


For each truck of a capacity 
of more than one ton, but not 


the sum of $7.50. 


For each truck trailer of 
capacity of not more than one 
ton, the sum of $4. 


For each trailer of a capacity 


more than one and one-half tons, 


| the sum of $7.50. 


“Provided, That in case of solid 


| tires used on any truck and/or 
| trailer, 
herein imposed shall be doubled. 


the annual license fee 


No Instalments 
“Sub-section (b): The annual 
license fee imposed by this act 


| shall in each case be payable as 


: | in 
: | of any license year. 


| in 


a 


“ ) 


ENS 


CHICAGO. 


3000 ROOMS »* 3000 BATHS 


ATT at eee ot LL 


6 
¢ $2.50 UP 


© 


OVERNIGHT PARKING 50c GARAGE WITH PICKUP AND DELIVERY 75c 


a whole and shall not be payable 
installments for any 


“Provided, That during the 


: | month of October of any license 
}/ year any motor vehicle included 





the terms and provisions of 
this act and being registered for 
the first time may be registered 
for the remaining portion of the 
then current license year 


$1. 


“Sub-section (c): This act shall | 
not repeal or affect in any way | 
the provisions of chapter 162, vol- | 


ume 3, Code of Laws of 1932, and 
or the provisions of chapter 128, 


| volume 3, Code of Laws of 1932. 
“Sub-section (d): The provisions | 


of law now in effect as to the col- 
lection of motor vehicle license 
fees and penalties for non-pay- 
ment thereof shall apply to the 


license fees imposed by this act. | 
“Sub-section (e): The manufac- | 
turer’s weights and capacities for | 


said vehicles shall be accepted in 
fixing said license fees. Said li- 
cense fees shall be in lieu of all 


license fees. 

“Section 4. If any section, sub- 
section, paragraph, sentence, 
clause or provision of this act 
shall be held unconstitutional or 
invalid for any reason the same 


| shall not affect, impair or invali- 


| tions, 


the | 


date any of the remaining sec- 
subsections, paragraphs, 
sentences, clauses or provisions. 
Hereby Repealed 
“Section 5. All acts or parts of 


|acts inconsistent with the provi- 


| izing the 


sions of this act be, and the same 
are hereby repealed to the extent 
of such inconsistency. This act 
shall not be construed as repeal- 
ing any other act or acts author- 
issuance and sale of 


| bonds or other obligations for the 


a} 


| 


| Maintenance 


of more than one ton, but not | 


| association 


portion | 


upon | 
| the payment of a license fee of 


construction of the state highway 
system but shall be held and con- 
strued to be cumulative thereto.” 


A. J. Cole Named 


CHICAGO.—A. J. Cole, who man- 
aged the past two annual Automotive 
Exhibitions sponsored 
Illinois Automotive Assn., 
been named executive 
of the organization. The 
newly created one. The 

has also appointed Nor- 
val P. Trimborn as its legal counsel. 
Announcement is made that six man- 
ufacturers and four jobbers have just 
been added to the membership roster. 


by the 
has just 
secretary 
post is a 


as 


NEW YORK.—Misapplication of 


hicle revenues to purposes not 
| connected with highways has cost 
| the farmers of the United States 
| at least $630,000,000 in land values 
|}in the past 10 years, a study of 
the effect of paved highways on 
| farm-land values indicates. 

The study, based on a ques- 
tionnaire sent to 5,000 New York 
| state farmers situated on various 
types of highways, reveals that 
|road surfacing adds approxi- 
mately $21 per acre to the value 
of farm land; and since each mile 
of all-weather highway serves 
about 360 acres of land, on an 
| average, one mile of paving adds 
approximately $7,560 to farm-land 
values. 

Commenting upon the study, 
Baird H. Markham, director of 
the American Petroleum Indus- 
tries Committee, called attention 
to the fact the total of motor ve- 
hicle tax funds misapplied to 
non-highway purposes since 1924 
has been variously estimated at 
$500,000,000 to $641,244,697. 


“If, as this study appears to in- 
dicate, each mile of surfacing 
adds $7,560 to the value of farm 
lands, then farmers of the United 
States have lost approximately 
$630,000,000 in land value, as a 
result of this diversion of high- 
way funds,” he concluded. 
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LINCOLN, Neb. 
of Lincoln, president of Nebraska 
state safety council, has 
nounced adoption by its executive 


committee of the following pro- | 


gram for 1936: 
Develop plans to revise the | 
driver’s license law, with cen- | 
tralized control in the department | 
of roads. 


drivers’ 
cant on his permit. 


2 paign to secure the reporting 
of motor vehicle accidents as re- 
quired at present by statute. 
3 Make an immediate study of 
the existing statutes governing 
equipment inspection, such as 
brakes, lights, rear vision mirrors, 
windshield wipers and stop lights. 


t 


regulation, and work for legisla- 
tion setting up state-wide inspec- 
tion of cars at regular intervals 
under the state department of 
roads. 
sticker fee. 

Promote plans for securing 


the development of a state! 


course in safety education to be 
used in the schools. 
Make a study of the number 


of commercial vehicle fleets | 
that are operating in the state. | 


Develop plans for a state- 
wide program of 


safety education in all churches. | 


8 Develop a speakers’ bureau. 


Promote a traffic safety con- | 
test in cities of less than 10,-| 


Vv irginia M Motorists Take 


May Inspection Seriously | 


RICHMOND, Va. (UTPS)—Mo- 


torists have begun to take the} 
inspection month of May more|s 


seriously, say officials of bonded 
inspection stations, which, just 
now, are rushed with inspection 
jobs in order that June 1 may 
not find the autoist wanting. 
Motorists have until June 1 to} 
get the work done free of charge, 
but after that date they are liable 
to fine with no excuses expected. 


INVENTORS with inclinations | 


toward diesel engines are offered 
a $1,000 cash prize for the best 
diesel invention submitted during 
the next 12 months. 
silver trophy has also been of+ 
fered on which each year’s win- 
ner’s name will be inscribed. The 
prize and the trophy will both be 
given by Ralph Hemphill, 
dent of the Hemphill Diesel En- 
gineering Schools, Ine., with 


schools located at New York, De- | 


troit, Chicago, Memphis, Los 
Angeles, Seattle and Vancouver, 
B. C. 


John Aldrich | 


an- | 


Work out legislation | 
that would require physical exam- | 
ination and other tests before | 
license issued, and pos- | 
sibly have finger print of appli- | 


Promote an educational cam- | 


Develop plans toward secur- | 
ing a uniform state traffic | 


Expense to be borne by| 


AUTOMOTIVE DAILY NEWS, SATURDAY, MAY 23, 1936 


10-Point Safety Program i is Adopted i in Nehirasks 


State Council Seeks Law 
To Centralize Licensing| 


000 population, patterned after 
the one that has been conducted 
by the national safety council. 

10 Assist in conducting the na- 


(83% of Pontiacs 
Built in 10 Years 


| PONTIAC.—A total of 1,072,926 
Pontiac cars were built and sold 
in the United States during the 
10-year period up to Jan. 1, 1936, 
|}and 859,461 or 80.1 per cent of 
them were still 
date, 
nished to the sales department of 
| Pontiac Motor Co. by R. L. Polk 
& Co. World-wide figures, includ- 
ing Canadian and export, raise 
that to approximately 83 per cent 
time cars are driven in other 
countries. 


pendability of Pontiac cars,” 
points out C. P. Simpson, vice- 
president and general sales man- 
ager of the company. 
“According to these figures, 





highway | 


A perpetual | 


presi- | 


397,845 of the cars in use were 


per cent or nearly one half of 
them are over six years old. Pon- 





registered on January 1 were 


| 461,616.” 


| built in 1929 and before and still 


| in use shows the following: 17,817, | 
18,243 registered | 


| year not given; 


because of the greater length of | 


“The Polk figures prove the de- | 


built in 1929 or prior. Thus, 46.3 | 
tiacs built from 1930 to 1936 and | 


A break-down of the 397845 cars | 
| work, says MacDonald, was done 


tional traffic safety contest. 


in use on that | 
according to figures fur-|— 





| in 1926; 69,513 registered in 1927; | 
| 145,752 in 1928 and 146,520 in 1929. 


“The average annual mileage 
per automobile in this country is 
supposed to be 12,000,” says Simp- | 
son. “If only one half of the 18,- 
243 10-year-old Pontiacs still in 
service have maintained even an 
|} average of 10,000 miles a year, 
| then we have 9,121 cars that are 

in the 100,000 mile class. 
| “Based on a conservative esti- 
mate of 10,000 miles 

859,461 Pontiacs in use have been 


| 


| 


| 


| 
| 


a year, the | 


| driven the astounding distance of | 


40 billion miles. 
“Traveling at the rate of 186,- 
- | 000 miles a second, 
light or electricity or 
| beam 2% days to cover this span. 


it would take | 
a radio} 


ltt falose them one-seventh of a/} 


| second to go around the world.” 
Continuing the arithmetic, these 
Pontiac cars have traversed 430 
to the sun, or 1,600,000 times 
around the world. 
“Another 10 years 


| times the distance from the earth | 


with cars | 


like the present Pontiacs unques- | 


tionably will show an even larger 
percentage of cars in use,” con- 
cluded Simpson. “And making a 
new set of calculations like the 


above probably will be a job for | 
insurance | 


an astronomer or an 
actuary.” 


Detroit to Test Meters 


For Parking on Streets | 


DETROIT.—The 
fic Committee Thursday 


Mayor’s Traf- 


agreed to} 


submit a recommendation to the} 


| Common Council for the 
| tion of test parking meters on 
the city’s streets. 

Last week the committee was 
asked by the council to study the 
installation of the parking device 
and report its findings. The pro- 
posed test is for a period of 90 
days or more, 
city. 

The meters, which have been 
successfully used in Miami, Okla- 
homa City and Houston are clock 
and dial devices mounted on four- 


foot standards in the sidewalks, | 
The | 


18 inches inside the curbs. 
clocks are timed to conform with 
traffic regulations. A charge of 
| five cents, dropped into a box, 
| entitles a car to a 20-foot space. 


installa- | 


without cost to the | 


| 


| 
Stull in Service | 


COMPLETELY MODERN LUBRICATION department of 
Pontiac dealer, is shown to the right. 


Earl 
Equipment is new and clean and the attractive customer's waiting 


Smith Motors, Fresno, Calif., 


| space gives the appearance of a special exhibit of service equipment rather than an everyday workroom. 
At the left is a display of new cars which is in addition to the regular salesroom display and which 
sells | new cars se service customers. 


Varying Read Roles Take 
Toll in Death and Damage 


WASHINGTON.—Death on the 


highways could be slowed down if | 


road and traffic officials put into 
effect generally those regulations 
of proved value that have already 
been widely adopted. The mere 


| lack of uniformity in traffic reg- 


ulations, says Thomas H. Mac- 
Donald, chief of the Bureau of 
Public Roads, is the cause of 


| many accidents. 


The National 
Street and Highway Safety has 
prepared model motor vehicle 
codes and traffic ordinances. This 


by leaders in the various fields. 
Although 39 states have adopted 
the proposals in part, only a third 
of the states are in reasonably 
close agreement with the code. 
Licensing of drivers only after 
| thorough examination is recog- 
nized by all traffic authorities as 
essential for accident prevention. 
Only 19 states have the standard 


Conference on | 





licensing system provided by the 
uniform vehicie code. This code 
provides a strong central state 
organization to control the is- 
suance of drivers’ licenses and 
also the machinery for following 
up repeated violations of law and 
for revoking licenses. According 
to MacDonald, revoking the li- 
censes of dangerous drivers has 
been found highly effective. 
Standards for highway signs, 
signals and road markings have 
been prepared through the co-op- 
eration of national organizations 
and have been widely adopted. 
The occasional departure from 


| standard practice in locating traf- 


fic lights and warning signs is all 
the more dangerous because driv- 


ers have become accustomed to | 


standard practice. 


Vigorous enforcement of laws 
is admitted to be necessary, yet 
the Bureau of Public Roads has 
found by watching and checking 


several hundred thousand drivers 
that half of the drivers do not 
fully observe stop signs, 7 per cent 
drive to the left of the center 
line, nearly 4 per cent pass other 
vehicles on hills and 1.5 per cent 
pass other vehicles on curves. Not 
more than 20 states have a high- 
way patrol of even reasonably 
adequate character. 


Willys Awarded Ist Place 
In Amateur Race Events 


TOLEDO, O.—By winning first 
place in the 1935 amateur racing 
events staged by the Automobile 
Racing Club of America, the 
Willys has ‘been awarded the 
coveted No. 1 for the 1936 racing 
events of the club, David R. Wil- 
son, president of Willys-Overland, 


| was advised. 


The number will be painted on 
the hood and sides of the Willys 
entrant in the 1936 events. 

The Willys No. 11 entered in 
the 1935 racing events of the club 


| won first place by scoring a total 


of 1,900 points. The nearest com- 
petitor scored 1,125 points, giving 
the Willys first position by a 





margin of 775 points. 
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Roan Urges 3- Point Plan for National Economy 


Outlines New Pre Program at 
Los Angeles Dedication 


(Continued from 


tional income through policies 
affecting the relationships of the 
wage scales, the hours of employ- | 
ment, the price level and the) 
profits resulting from industry’s 
productivity. 

The application of such a pro-| 
gram, said Sloan, may seem a dif- | 
ficult matter, but I do not think 
this is necessarily so. The real 
problem, he added, is to establish 
fundamentals whatever they may 
be, to separate them from all the 
panaceas and loose thinking—| 
natural products of the great de- | 
pression — and then courageously | 
and aggressively set our course 
accordingly. 


Must Decentralize 


He called attention to the ef-| 
forts of industry to decentralize | 
its operations as exemplified in| 
the opening of the new Los An-| 
geles plant. His address in part | 
is as follows: | 


“The Los Angeles assembly | 
plant being formally dedicated to- | 
morrow is one of many such} 
plants that General Motors oper- | 
ates throughout the world. In 
thinking of the automotive indus- 
try, the general conception is that 
its productivity is entirely cen- 
tered in Michigan, hence that its 
benefits are restricted to a limited 
area. While that is true, in de-| 
gree, it is true to a lesser extent | 
than is generally supposed. There | 
is hardly an important community 
anywhere in the manufacturing 
sections of the country but that 
contributes in one way or another | 
to the productivity of this indus- 
try, receiving in turn productive 
work which, through the distri- 
bution of payrolls and in other 
ways, makes the social and busi- 
ness wheels go around. We find 
every state in the Union benefit- 
ing through supplying one or 
more commodities essential in the 
manufacture of.the modern motor 
car. 





Cites Reasons 

“T am quite convinced that it is 
highly desirable for industrial 
management to recognize the im- 
portance of decentralizing the op- 
erations of our great producing 
units so far as it is economically 
practical. The concentration of 
production in urban communities, 
is both economically unsound and 
socially undesirable. It is economi- | 
cally unsound because great ag- 
gregations of concentrated popu- 
lation mean higher costs of living | 
and undesirable living conditions. | 
The segregation of our industrial 
units into logical component parts 
strategically distributed among a 
greater number of communities, 
means a lower cost of living, a 


important still, 
tory and less artificial 
living for the worker. 
more communities more self-con- 
tained, with better balanced econ- 
omies—a reduced burden on the| 
national economy in times of 
stress—a real step forward in in- 
tegrating industry with the social 
structure of the nation to the 
benefit and protection of all. The 
objective of such a policy might 
be expressed as “more jobs for 
more workers in more places. 
“There are millions of people 
in our country today who would 
like a brand new automobile and 
do not have one. There are mil- 
lions who would like a_ better 
place in which to live. Millions 
more would like a new electric 
refrigerator, a new washing ma- 
chine, or the latest radio. And 
millions not only want those 
things, but those millions have 


| involved 


|same for less money. 


a more satisfac- | 
type of | 
It means | 





the willingness to work for the 
things they want. No, there can 
be no doubt but that everybody 
wants more—nobody wants less. 

“Now, how shall we manage 
our affairs in order that we may 
have more? Right there the 


1) 
difficulty begins. 


Page 
Let us examine 


| the various proposals and the dis- 


cussions surrounding them. We| 
find reflected great differences of 
viewpoint as to the fundamentals 
and as to the most de- 
sirable approach to our objective. 


“Let us consider some of this 
thinking. First, we find a differ- 
ence of opinion within industry 
itself. As a matter of fact, it is 
difficult to determine what really 
is the belief of organized industry 
today as to the fundamentals. 
Some industrialists believe that 
the proper approach is to move} 
continually toward a lower cost 
of goods and services. That has 
been largely the policy of Amer- 
ican industry down through its 
entire history. This particular 
group believes that more employ- 
ment and more wealth can be cre- 
ated by always lowering prices. 
By this is meant, always giving 
more for the same money, or the 
They be- 
lieve that competition should be 
the first dominating urge of ac- 
complishment, the survival of the 
fittest in the interest of the great- 


| est number. 


Quotes Roosevelt 
“On the other hand, we find the | 
diametrically opposed viewpoint 


| and services by greater efficiency, 








‘Parts Sales Set New High Records | 


KING CHEVROLET CoO., Bar- 
stow, Fla., has had several months 
of increased parts and accessories 
sales which top all records in 
their history due to modernization 
of the parts department. 


Backgrounds in brilliant red | 


workers employed and, therefore, 
more unemployed. Now I do not 
think that is so. I believe that 
if we reduce the cost of goods 


by better technique, and thus are 
able to make lower prices, we shall 
stimulate the market, because 
more can buy. 
and more things for more people. 





expressed recently by the Chief 
Executive of our Nation who, in 
an address made in New York, in 
discussing his economic and po-| 
litical beliefs, made the following 
statement: 

“Reduction of costs of manu-| 
facture does not mean more pur- 
chasing power and more goods | 
consumed. It means just the op- 
posite.’ 

“T sincerely hope that we may 
have a very broad discussion of 
that rather astounding pronounce- 
ment before we reverse our indus- | 
trial technique. He is evidently | 
concerned with the quite gen-| 
eral belief that it means fewer 


Figures supplied by R. L. Polk & Co. with 


STATES 


Total, 27 States 
for April 


Missouri 


Nevada 


lower cost of production and, more | North Dakota 


| That, at least, 
| experience and it is still the fact 


| today. 


|from the standpoint of the tax} 
| inefficient. 


continually 


has been our past | 


“Bvreaucracy is costly not only | 


payer, but in dissipating human 
energy. It takes a great number | 
of workers from productive indus- 
try; hence, instead of adding to | 
the creation of wealth, there is a 
increasing burden 
| placed upon those others who are 


Hence more jobs 
| 





producing wealth. Bureaucracies 
not only slow down, impede and | 


| postpone the realization of every 


one’s natural right and the pos- 
sibilties for more things, but they 
definitely limit such possibilities. | 


and yellow set off the parts bins. 
One section of the plate glass 
show case was refinished in white 
as a display case and set out 
where car owners, in passing into 
the lubrication department, can 
see what is being offered. In com- 


Political consideration 
the potent influence; economic law 
is ignored. I do not hesitate to 
say that if America takes the 
road marked ‘stabilization,’ bu- 
reaucracy will be the first step; 
regimentation of industry the 
second; and the end of the road, 
however long it may be, will be 
state socialism. 
Cuts Aggressiveness 
“Economically speaking, stabili- 


zation means a higher price level | 

usually sufficiently high to pro- | 
It | 
also means an umbrella over the | 
It means the discount- | 
aggressiveness | 
and penalizing the new and bet- | 
ter to protect the vested rights | 


tect all but a few producers. 


ing of individual 


of the past.” 
“America 
roads; it must decide. 
marvelous resources of nature, 
combined with human energy and | 
capitalized through the agencies | 
of science and industry, offer un- | 
limited possibilities for more; our 
ever- -expanding horizon of action 


is at the _ cross- 


becomes | 


pleting the job the tile floor was 
cleaned and polished. 


In setting up the display, acces- 
sories which had been in stock 
for several years were put out in 
front. Bargain-counter prices 
moved them quickly. 


resulting from continually in- 
creasing knowledge justifies the 
belief that there can always be 
more; yet less, and much less, is 
in the offing. What is to be our 
decision?” 

In President Sloan’s party were 
W.S. Knudsen, GM executive vice- 
president; J. L. Pratt, vice-presi- 
| dent; R. H. Grant, vice-president 
in charge of sales; James D. 
Mooney, vice-president in charge 
of overseas operations; John J. 
Schumann jr., president of Gen- 





The | 


eral Motors Acceptance Corp., and 
Paul Garrett, director of public 
relations. 

Following the opening of the 
Los Angeles plant, the party will 
proceed to San Francisco, Seattle 
|and Portland. 


Court Agrees 

AUSTIN, Tex. — The Texas Su- 

| preme Court has agreed to pass on 

| litigation involving the state rail- 

| road commission’s authority to im- 

|} pose regulations on interstate bus 
| lines. 


NEW PASSENGER CAR REGISTRATIONS 


exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherloek & Arnold 


CHRYSLER GROUP 


10150, 22461; 36733 
8079| 18835) 30369 
492 1040 1723 
135) 971| 1579 
35 133 

26| 77 

71 271 

63) 301 


41 


167 
209! 





Ohio 


1996, 6484 


3747) 
1341) 4800 


2946) 





Oregon 


297 524 919 


187) 597 





Washington 


Total, 33 States 
for April 


MONTHS 


January 


February 


36 
35 
36 | 
85 | 
36 
35 


Total, 48 States 
for March 


Total, 33 States 
for April 


Total to Date 


323 
398) 848 1417 
422| 1357 


22) 763| 
13439| 28860) 47680 
39080 


10553) 24088) 


NEW 


CHRYSLER GROUP 


29922] 51153 
24878| 37036 
23577| 39230] 
26886| 42342] 


40494| 69495 | 


15240 
8978 
1763) 11105 
1458| 11352 
3202] 20853 
2531| 17246 


2325 
1261 


oe 
4224 
3360; 2021 


1622 
9311 
6872 


2817| 
14757| 
11611| 


60637 
48129 


34162| 58163] 93864 


13439| 28860] 47680] 41743) 598| 42341] 8084 514) 57168 562| 11254) 9501/ 87083 
10553| 24088] 39080] 56030] 72] 56102] 3287| 227| 41115) 586] 9378} 8425] 63018 
122853|207558 | 204639] 3108/207747 | 36718| 2992/259998 


110009|176621 4261157} 435|261592 | 16444| 1261|152267 


FORD GROUP 


Cadillac 


31911 
42636 
1693 
2821 
111 


31450) 6457 
42578] 
1675 
2816 
106) 
143 143 
417| | 421] 
705) 2} 707] 
5819) 55, 5874] 
7247 5| 7252] 
884 24 908 
833 2| 835 
1392} 31] 1423] 
1708 1708 | 


314 
137 
20 
2 l 
40 1 
17 
927 
288 
132 9 
30 3 
194 10 


57 8 


71 


| 43681 





598) 


72 


41743 42341 | 
56030 56102 | 








8084 14) 
3287 27| 
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FORD GROUP 


~~ 
a 
° 
by 
50744 
46306 
43724 
64957 
68428/ 1010 
135 


51545 
46421 
6651 
3651 
12814 


5266) 421 


985} 


GENERAL MOTORS GROUP 


Chevrolet 


7001| 66506 
6441| 48606 
408| 4284 
397| 3368 
120 17, 185 
70} i| | 18} 108 
578, 47| 734 
514 55| 658 
7175) 1566; 11403 
£973) 1220} 7907 
1124| 209 
530 


112 
1454 253 
986) 


182| 
57168 9501 
41115 


8425| 6: 


31731 
3036) 
2311) 





67 
1597] 
1315} 

191 
128 
372 
312 
11254) 
9378 


82 
15 
10) 
8) 
18 
562! 
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PASSENGER CAR REGISTRA 


GENERAL MOTORS GROUP 


Chevrolet 


714 
869 
568) 
404 | 
1013 
492 


11552 
4453 
9363) 
9220} 

17328 

14535 


62999 
26549 
53327 
29536 
86504 
55067 


9377| 94667 
5864| 41772 
7848| 78394 
8737| 51864 
14235|132879 
13231| 89012 


2857| 49497| 40961|393023 
1851] 37586} 36257|245666 
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New Car Sales Lagging Slightly, Seattle Reports 


Used Car Market Nears 
Peak; Price Drop Seen 


SEATTLE. — Mechanics’ union | 
seeking closed shop and picketing | 
two local dealers; used car deal- 
ers association seeking ordinance | 
to eliminate ‘“curbstone” opera- 
tors; latest firm to enter local 
new and used car field, Sam D.|} 
Stearns, Inc., readying to open on 
June 1; used car market nearing 
the peak, and new car sales hold- | 
ing to a fair pace, although 
slightly below the April figures, 
summarizes the highlights of the 
Seattle situation this week. 

“May is holding up very well, 
although slightly off from April 
sales,” is the report of Bill Cul- 
berson, Auburn-Cord distributor 
in the state, who launched his 
enterprise six weeks ago. “There 
seems to be a slight lull, prob- 
ably pending actual payment of 
the soldiers’ bonus. They want to 
put their hands on the money and 
so I look for business to come 
back strong during June. How- 
ever, on the whole, it is very good 


for this season of the year. Our|! 


used car inventory is ‘very low, 
and so is no problem. I think that 
local used car prices, as a rule, 
are too high, and you will see a 


drop within the next 90 days. By || 
that time the peak of used car|, 


buying will have been passed.” 


The used car dealers associa-|: 


tion is proposing an ordinance to 
regulate that business, patterned 
after Los Angeles and San Fran- 
cisco. License of $25 per annum 
and fixed place of business are 
requirements, as well as a $1,000} 
bond against fraud or dishonest | 
methods. Firm name must be dis- 
played in plain, large letters, in| 
front of any establishment; li- 
cense will be revoked if a final 
judgment against any firm or'| 
used car dealer is not paid within | 
30 days of final decree; penalties 
provide for fines up to $300) 
and/or 30 days in jail for viola- 
tions. 

Except for wild trading that is! 





| Dodge, 52; 
| mobile, 44; Pontiac, 38, and Buick, 


on | still rampant, the used car situa- 
tion is favorable, with stocks none 


too high, but prices inclined that | 


way. 
For the first half of May total 


new car sales in King county were | 


770, an increase of 201 during the 
last week. Ford is leading with 


| 183; Chevrolet is second with 153; 


Plymouth has 
credit, 


113 sales to its 
and other leaders follow: 
Terraplane, 45; Olds- 


24. In trucks, Ford leads the half- 
month mark with 36; Chevrolet, 
21; Dodge, 12, and International, 
7, follow in order named. 


Buffalo Salesman Wins 


Highest Pontiac Award 


PONTIAC.—Highest honors for 
any Pontiac retail salesman in 
the United States were won for 
the second con- 
secutive year in 
1935 by Frank 
J. Schwarb of 
Echo Motor 
Sales, Buffalo, 
N. Y. His rec- 
ord of 150 new 
Pontiacs and 
132 used cars at 
retail in 1935 is 
a mark that was 
! not equalled 
F.J.Schwarb throughout the 

country. He led 
all members of the 1000 Point 
Club. 


“Selling cars now 
different than it was 
started 15 years ago,” says 
Schwarb. “You have to have a 


is not much 


good product and the confidence | 
of the people you are trying to| 
The public has to respect} 


sell. 
you and the firm with which you 
are associated.” 


Schwarb believes that 1936 will | 
be another banner year for the| 
| has forced other railroads to meet | 


automobile industry. 


when I) 


IN THE COAL MINE section 
of Illinois, where pay rolls have 
been at almost top figure for sev- 
eral years, Herrin Motor Co., Her- 
rin, Chevrolet, has enjoyed profit- 
able business in parts and acces- 
sories as well as cars. 

Two months ago the parts sec- 
tion was changed. The bins were 
brought out into the open. The 


old familiar grill and counter be- 
hind which parts were hidden for 
years was thrown out. Every part 
in stock can now be _ located 
quickly. Accessories which had 
never before been displayed to 
advantage are now out in the 
open. The old counter bins of the 
old parts room were cleaned up 
and refinished and now are dis- 


"Busines: ss Pays for Change-Over 


play tables for brightly packaged 
boxes of parts. 

The cost of the change over, 
including the Chevrolet back- 
grounds and new lighting effects, 
has more than been offset by the 
increased amount. of business, 
averaging better than 30 per cent 
more than under the old and ob- 
scure set-up. 





Truckers Fight 
Extension Of 
Delivery Service 


HARTFORD, Conn. — Trucking 
interests are putting up a stren- 
uous fight to prevail on the In- 
terstate Commerce Commission to 
reconsider the permission it has 
granted to eastern railroads to 
extend their “free” store-door 
pickup and delivery service, says | 
a bulletin from the Motor Truck | 
Assns. of Connnecticut, Inc. 

“The Pennsylvania, Erie and 
Grand Trunk Railroads have been 
offering such service on lL... | 
freight rail-hauled for distances 
up to 260 miles, but the commis- 
sion has granted them permission 





to extend this service to freight 
that is rail-hauled 261 miles or} 





more,” says the bulletin. “This 
has forced other railroads to meet 
this competition so that practi- 
cally all eastern railroads (New 
Haven included) will inaugurate 
a similar service on May 25. 

“Representatives of the New 
Haven road are making a can- 
vass of all shippers in the state 
for the purpose of explaining this 
“free” service that will be avail- 
able to them on and after May 
25, unless the ICC postpones the 
effective date. 

“If the ICC permits this serv- 
ice to start, the 
local truckmen will be badly in- 


jured and in some cases totally | 
they cannot | 


destroyed because 
meet a competitive price of noth- 
ing for trucking offered by the 


railroads. The inauguration of this | 
proposed service will result in an | 
reduction of rates by| 


unlawful 
railroads whose revenue from this 
traffic will be illegally dissipated. 





33 STATES FOR APRIL, 1936-1935 


Complete cumulative figures 
Arizona, Arkansas, Delaware, 
Carolina, Oklahoma 


HUD. GROUP 


STATES 


"36 
"35 
"36 
"35 
36 
85 
36 
85 
36 
85 
"36 
85 
36 | 
eo 


Total, 27 States 
for April 
Missouri 
Nevada 
North Dakota 
Ohio 
Oregon 


Washington 


Total, 33 States 


for April os 3336 


Florida, 
Pennsylvania, 


3513 
2425 
107] 
82 
16 

5 
29) 
13] 
724| 
556} 
146 
73] 
445 
182! 
4980 


Georgia, Idaho, Illinois, Kansas, 
Rhode Island, South Carolina, South 


NASH GROUP 


902! 4415 
971| 3396 
22) 129 
31| 113 


6 22 
8 


28' 
43 


52 
82 
47 


6 35 


19 


906 
725 


6 
11) 


126 
84 


182 
169 


45 


136 
61 


1299 
1285 











6279 
4621 


1271 
1042 


2627 
948} 1990 





209 


7 
369 269 


will appear each week until all 48 states or completed United States totals for the months have been printed. 
Louisiana, 
Dakota, 


Montana, Nebraska, 
West Virginia, 


Minnesota, 
Virginia, 


Maryland, 
Utah, Vermont, 


AUBURN 


84 510 
640 
23 
25| 


| 


83} 2411 


63 
383} 1120] 


147 

209 
9 

11 


8) 1 
11 


2979 
1463 


782!) 
900| 








472! 


TIONS REPORTED TO DATE, ’36-35 


HUD. GROUP 


MONTHS 


"36| 4661 
"854 3010 
"36 | 3727 
"351 3269 
"36 
"35 
"36 
*B5 


January 
February 


Total, 48 States 
for March 


Total, 33 States 
for April 


Total to Date 


4514 


3336 


6255| 1877| 8132] 1652) 


"361 19623) 6164|25787 
85 | 14129) 5676/19805 


NASH GROUP 


1752 
1317 


6413] 1128 
4327 851 
4963 869 
4533 810 


1467 
833 


2595 
1684 


1264 
1909| 3561 
1184] 2381 


1810) 63241 1197) 


4980| 1299| 6279] 1271) 1356) 2627 


1285| 4621] 1042/ 
4920 
3900 


948; 1990 


5702/ 10622 
3768] 7668 


201 
486 


970| 1839] 175 
803] 1613] 423 


180; 81 
460 


3¢9 
664; 160 
1644 


AUBURN 


201] 892 
486] 596 
182] 798 
423] 900 
261| 1264) 
466] 1278] 


3030 


552| 431 
208| 2424 
440! 348 


284| 4604 


762| 907; 


‘ 


New 
Wisconsin and District of Columbia 


36 
28 


56 
50 


48 
39| 


57 


previously shown include 
New Mexico, North 


States 
Hampshire, 


NON-AFFILIATED GROUP 


71 
34 


147986 
131179 
8157 


161) 
12% 


2783 
1788 
137 
102 
1 - 


2 


21 
25] 1 
474, 79 
264| 103 | 21658 
4073 
1] 2549 
1| S208 


6267 

5205 
71| 194544 
87] 170876 





3812 
2377 


361 
309 








NON-AFFILIATED GROUP 


241 
228 
157 
194 
315 
310 


215782 
136635 
176668 
170615 
296722 
257921 


3943 
2677 
3199 
2123 
5608 
3234) 


11 
108 
22 
89 
16 
55 


707 
267 
781| 
637] 
ae 
973] 





104| 2979) 
900| 472) 1463 
3736| 92413037 
3674| 2226) 3149 


™ 180 782) 
269 


824 
1644 


42/ 
34| 
218 
180| 


194544 
170876 


203| 3812| 361] 
204] 2377| 309 


71 
87 





business of the| 


Coming Events 


MAY 
10-20—Madrid, Spain. 
16-23—Tulsa, Okla. International 
Exposition and Congress. 

20-21—Cleveland. National 
Assn., spring convention. 

25-28—New Orleans, National Assn. of Pur- 
chasing Agents. Twenty-first annual 
international convention and Inform-a- 
Show. Roosevelt Hotel. 

28—New York. 

Institute, annual meeting. 
toria, 

30—I ndianapotis. 

| 30-June 14—Katowicz, Poland. 

31-June 6—White Sulphur Springs, 
SAE Summer Meeting 


JUNE 


1-4—Cincinnati. Automotive Engine 
ers’ Convention. 


6-Nov. 29—Dallas, 
tion. 
19-21—Mackinac Island. 
tive Engineers, Detroit section, 
cruise. 
27-Oct. 4—Cleveland. 
29-July 3—Atilantic City. 
Testing Materials, 
Chalfonte-Haddon Hall 


AUGUST 
3-9—Great Falls, Font. 
State fair. 
15—Goshen, N. Y. Automobile Show. 
22—Springfield, i111. Automobile race. 
fair. 


Automobile Show. 


Petroleum 


Battery Mfrs. 


American Iron and Steel 
Waldorf -As- 


Annual 500-mile race. 
Show. 
Va. 


Automobile 
w. 





Rebuild- 


Texas Centennial Exposi- 


Society of Automo- 
annual 


Great Lakes Exposition. 
American Society for 
annual meeting. 


Automobile Show. 


State 


SEPTEMBER 


7-12—Pittsburgh. American Chemical 
ciety, semi-annual meeting 

21-22—Reading, Pa. Pennsylvania Automotive 
Assn Sixteenth annual convention. 
Abraham Lincoln Hotel. 


OCTOBER 
1-ti—Paris. Automobile salon 
12—Mineola, L. 1. Automobile race 
velt Field, Mineola, L. I. 
15-24—London. Thirtieth International Auto- 
mobile Exposition. Olympia. 
19-2i—Chicago. American Trucking Assn. 
nual convention. Stevens Hotel. 
19-22—St. Louls. National Assn. of Inde- 
pendent Tire Dealers, Inc. Annual 
convention. Statler Hotel. 
19-23—Cleveland. American Society for Metals, 
18th national Metal Congress and Ex- 
position. Exposition Hall, 


NOVEMBER 


So- 


Roose- 








120 
289 


883716 


916| 16562| 2642 
736047 


936| 10411] 2186 


3-7—Newark, N. J. National Motor Truck 
Show. 
9-12—Chicago. American Petroleum Institute, 
17th annual meeting. 
11-18—New York. Automobile 
Central Palace. 
14-20—Columbus. Automobile Show. 
14-21—Chicago. Automobile Show. 
14-21—Detroit, Automobile Show. 
14-21—Boston. Automobile Show. 
14-21—San Francisco. Automobile Show. 
14-21—Washington. Automobile Show. 
14-22—Los Angeles. Automobile Show. 
15-22—St. Louis. Automobile Show. 
15-2i—Cincinnati. Automobile Show. 
*16-2i—Denver. Automobile Show. 
19-20—New York. National Industrial Traffic 
league. Annual Meeting. 
19-25—Asbury Park. N. J. Automobile Show. 
*20-26—Lansing, Mich. Automobile Show. 
21-28—Baltimore. Automobile Show, 
21-28—Cleveland. Automobile Show. 
*21-28—Brooklyn. Automobile Show. 
*21-28—Buffalo. Automobile Show. 
21-28—Newark, N. J. Automobile Show. 
*21-28—Pittsburgh. Automobile Show. 
*21-29—Kansas City. Automobile Show. 
22-29—Milwaukee. Automobile Show. 
23-30—Meriden, Conn, Automobile Show. 
*30-Dec. 5—Peoria. Automobile Show. 
*30-Dec. 5—Philadelphia, Automobile Show. 
30-Dec. 5—New York National Exposition of 
Power and Mechanical Engineering. 
Biennial meeting. 


DECEMBER 
ASI Show. 


Show. Grand 


9-13—Chicago. 
*Tentative. 


Navy Pier. 





Parts and Tires 
Firm; Car Issues 


Generally Down 


By C. J. ALEXANDER 

NEW YORK.—This was a week 
of mixed trends in motor stock 
prices. Passenger car and truck 
shares generally were lower, but 
parts and accessories and tire is- 
sues held firm. Borg-Warner was 
the feature among the accessory 
stocks late in the week, rising 
sharply against the trend in 
Thursday’s trading. Tire shares 
were inactive and showed little 
change. 


Raybestos - Manhattan declared 
the quarterly dividend of 37% 
cents a share on its capital stock, 
payable June 15 to stock of rec- 
ord May 29. This dividend was 
raised from 25 cents in the first 
quarter of this year. 


GM Declines 


Automotive Daily News stock 
price averages for Wednesday, 
May 20, compared as follows with 
the preceding week and a year 
ago: 

Last This 

Week Week Change 
7 47.57 
45.81 
37.68 
26.19 


Year 
24 motors 
10 car-truck 
10 parts-accessories ji 
4 tire-rubbers .... +0.37 14.57 
A decline in General Motors 
during the week covered by the 
averages was the principal factor 
in the decline in that group. Gains 
were registered by Chrysler, Au- 
burn, Hupp and Packard among 
the car and truck companies. The 
Wednesday closing was above that 
of a week ago in Bendix, Bohn 
Aluminum, Briggs, Eaton, Elec- 
tric Auto-Lite and Stewart among 
the parts and accessory stocks. 
The gain in the rubbers came as 
the result of higher prices for 
eee and United States Rub- 
er. 


The price movement among 
motor shares was more uneven 
than usual in the week ended 
Wednesday. Price changes were 
not large, however, with the re- 
sult that the averages did not 
fluctuate widely. 


This has been a quiet month 
for dividend declarations, with 
the exception of the General Mo- 
tors and Chrysler actions earlier 
in the month. During the past 
week Electric Storage Battery 
Co. declared the quarterly divi- 
dends of 50 cents each on the 
common and the cumulative pre- 
ferred, both payable June 30 to 
stockholders of record June 8. 
Muskegon Motor Specialties de- 
clared 50 cents on its Class A. 
stock, payable June 1 to stock of 
record May 26. Muskegon Pis- 
ton Ring declared the regular of 
25 cents and an extra of a like 
amount on its capital stock, both 
payable June 30 to stock of rec- 
ord May 29. Campbell, Wyant & 
Cannon declared a special divi- 
dend of 25 cents, payable June 26 
to stock of record June 6. Co- 
lumbus Auto Parts declared 25 
cents on account of arrears on 
its preferred stock. 


co.’s 46.20 
36.91 
25.82 


Chrysler Earnings $6 

It is being estimated in Wall 
Street that Chrysler Corp. will 
earn in excess of $25,000,000 in 
the first half of this year, equal 
to about $6 a share, as against 
$18,659,000, or $431 a _ share, 
earned in the like period of last 
year. Chrysler earned $2.65 in the 
first quarter of this year and 
$2.72 in the final three months 
of 1935. The estimate for the 
first half indicates a profit of 
about $3.35 for the current quar- 
ter, which would establish a new 
high record for any quarter in 
the company’s history. 

Timken-Detroit Axle is ex- 
pected to report for the first half 
a net income of around $775,000, 
or 70 cents a share, which would 
be about double the $397,000 re- 
ported for the like period of last 
year. 

Business of American Chain Co. 
in the first quarter of this year 
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Motor Stock Prices for Week Show Mixed Trends 


showed an increase over a year 
ago of about 40 per cent, accord- 
ing to officials of the company. 
Stockholders this week approved 
an increase of 142,857 shares in 
the authorized common stock to 
a total of 500,000 shares. The 
question of retiring the company’s 
outstanding preferred stock will 
be taken up at a meeting on 
June 23. 


E. G. Budd Mfg. Co. has re- 
paid $1,300,000 on its loan of $5,- 
000,000 from the Federal Reserve 
Bank, according to E. G. Budd, 
president. The company has more 
than $3,000,000 of cash on hand 
and is in a strong current finan- 
cial position. The loan was ob- 
tained last October and bears 6 
per cent. The contract called for 
repayment at the rate of $500,000 
a year, but that is being exceeded. 


Machinery Concerns 


Responsible for Gains 


MILWAUKEE.—Machinery con- 
cerns are largely responsible for 
gains in employment in Milwau- 
kee County plants with a survey 
of 21 representative firms in the 
county showing 30,010 persons at 
work against 27,720 employed by 
the same concerns a year ago. 

The industrial commission re- 
port shows that total employment 
is now 3.5 per cent higher than 
in March, 1935, and 51.4 per cent 
greater than in 1933. Payrolls are 
also higher with the average per 
capita wage for Milwaukee, ac- 
cording to the latest state survey, 
set at $24.35. 


Local concerns showing an in- 
crease in employment over the 
Same period a year ago include 
the Allis-Chalmers Mfg. Co., 
Chain Belt Co., Globe-Union Mfg. 
Co., Harnischfeger Corp., Inter- 
state Drop Forge Co., Kearney & 


Trecker Co., the Koehring Co., Le | 


Roi O. Smith 


Corp. 


Co., and the A. 


Hayes Loss $1,160 
GRAND RAPIDS, Mich. — The 
Hayes Body Corp. and subsidiaries 
reports a net loss of $1,160 
taxes, depreciation, and other 
charges for the March quarter. This 
compares with a net loss of $49,484 

for the same period last year. 








after | 











Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, 2:51 P.M.—Stocks 


were mixed at the close of today’s market but prices 
were higher in the average. 
the upside with General Motors advancing fractionally. 
Parts and accessory shares were led by Borg-Warner and 
Timken Roller Bearing. Tire stocks were higher. 


of the automotive companies 


Chrysler was outstanding on 








Stockholders’ Meeting 
Approves Gabriel Plan 


CLEVELAND.—Stockholders of 
the Gabriel Co. at a special meet- 
ing approved an increase in A 
shares from 198,000 to 300,000, 
and reduction in stated value 
from $5 to $1 per share. Also 
authorized was an exchange of 
2,000 outstanding shares of B 
stock for 40,000 shares of A on a 
20-to-1 basis, exclusive voting 
rights vested in the A. The B is 
to be cancelled. 

Options are to be given em- 
ployes to buy stock and A holders 
will be given warrants to pur- 
chase one additional share for 
each 10 shares held at $4 a share. 
Shields & Co. will receive an 
option to purchase 20,000 shares 
of A stock and the balance to be 
absorbed by stockholders at $4 a 
share. 

Application will be made to list 
the additional A shares on the 
New York Stock Exchange as 
soon as the SEC approves the 
issue. 


Reynolds Reports 

JACKSON, Mich.— The Reynolds 
Spring Co. reports a net income for 
the March quarter of this year of 
$139,086, equal to.96 cents a share 
on the common stock, as compared 
with a net of $116,808 or 80 cents a 
share for the same period last year. 
April shipments this year will exceed 
by 15 per cent those of the best 





previous month in the history of the | 
company, according to C. G. Munn, | 
president. ' 


Steel Rate is Lifted 


To 69.4% of Capacity 
NEW YORK.— The operating 


rate of steel companies having 98 
per cent of the steel capacity of 
the industry will be 69.4 per cent 
of capacity this week beginning 
May 18, compared with 69.1 per 
cent one week ago, 70.4 per cent 
one month ago, and 42.8 per cent 
one year ago, according to the 
American Iron and Steel Institute. 

This represents an increase of 
0.3 point or 0.4 per cent from the 
preceding week. 


Reo Reports Loss 


For March Quarter 
LANSING.—Reo Motor Car Co. 
and its subsidiaries report for the 
March quarter a net loss of $195,- 
366 after charges and depreciation 
of $95,860, and tool amortization 
of $59,286. This compared with 
a net profit for the March quar- 
ter of last year of $10,612, equal 
to less than one cent a share on 
the 1,800,000 shares of capital 
stock. 


F. E. Phillips Sails 

DETROIT.—F. E. Phillips, ex- 
port sales manager of the Gemmer 
Mfg. Co. of this city, sailed for Eur- 
ope May 23 on the S.S. Champlain. 
He will be absent for about a month 
looking after the foreign interests 
of the Gemmer Co. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS FRIDAY, MAY 22, 
(Furnished by Wm. C. Roney Company, Union Guardian Bldg., Detroit) 


NEW YORK 


Allis Chalmers Mig. 
i ee 
American Chain 
Auburn Auto . 
Bendix Aviation 
Bethlehem Steel 

pen A. & GB... 
Borg-Warner 

Briggs Mig. . 
Budd Mfg. Co., E. 
Budd Wheel Co 


American C. 


Clark Equipment 
Cleveland Gr. Br 
Collins & Aikman 
Commercial Credit 
Commercial Investment T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 

Federal Motor 

Firestone T. & R.... 
Gabriel Co. 

General Electric 
General Motors 


Goodyear T. & R 
Graham-Paige 

Hayes Body Corp 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 

Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes Wheel 


1936 
High Low 


Last Sale 
May 22 May 15 


18% 
124% 
47/4 
22% 
27% 
21% 
28% 
15% 
14 
16% 
144% 
67% 
287% 
4% 
167%, 
124, 
81, 5, 
2% 1612 
6% PA gi 
a 8 
14% 83 
143 s 
33 
36 


24%, 
16) 
63% 
35 
37 
47 
377% 
2214 
22% 
21% 
19 
13 


44 
3353/4 
48), 
29 

27, 


43% 
33 
31% 
28 
51% 
49%, 
72 
4735/4 
151, 
10%, 
95% 
351, 
37 
44 
59 


Motor 
Motor 


Pacific 


Socony 


Kelsey-Hayes Wheel B 

Lee Rubber & Tire ; 
Libbey-Owens-Ford Glass . 
aver Serres 
Mack Truck 
Midland Steel ... 


Packard 
Raybestos-Manhattan 
Reo Motor 

Republic 


1936 


Last Sale 


NEW YORK May 22 May 15 


19 


qi).. 


Products 
Wheel 


Murray Corp. ... 


Mills 


Steel Corp 
Vacuum 


Sparks- Withington 
Stewart-Warner 
Studebaker 
Thermoid Co. 
Thompson Products 
Timken-Detroit 


Axle 


Timken Roller Bearing 


Yu. & 

9, VU. S. 
29 

5¥g 

Yellow 

Young 


Industrial Alcohol 
Rubber 


Westinghouse E. & M 
White Motors 


Truck 
Spring & Wire 


CHICAGO 


Asbestos Mfg. 


Bendix 


Aviation 


Borg-Warner 
Houdaille-Hershey B ........... 
Modine Mfg. 


Perfect 


Circle 


Pines Winterfront 


Motor 


DETROIT 
Wheel 


Chile Considers 
Car Import Curb 


SANTIAGO, Chile. — Possible 
prohibition of further importa- 
tions for a time, because of the 
scarcity of available drafts of 
foreign currency, of automobiles 
and radios, is considered as a pos- 
sible serious affect on American 
trade with Chile. 


The plan would classify certain 
articles as luxuries with a view of 
halting importations. Commercial 
circles are openly surprised at the 
suggestion. 


The shortage of wheat due to 
exports is given as the cause, 


John Mehring Appointed 
Treasurer of Ethyl Corp. 


NEW YORK.—Appointment of 
John Mehring as treasurer of the 
Ethyl Gasoline Corp., owned 
jointly by General Motors Corp. 
and the Standard Oil Co., of New 
Jersey, was announced by Presi- 
dent E. W. Webb, president of 
Ethyl. 

Mehring, who succeeds the late 
Arthur E. Mittnacht, has been 
connected with the Ethyl Corp. 
since its organization in 1924, fol- 
lowing the discovery in the Gen- 
eral Motors laboratories of the 
antiknock properties of tetrae- 
thyl lead by Thomas Midgley jr., 
and the development of Ethyl 
fluid. 


Mehring’s first business experi- 
ence was gained in association 
with E. D. Arnold, agent and af- 
filiate of the Standard Oil Co. 
of New Jersey. During the World 
War he served in the United 
States Navy. In 1919 he joined the 
Midwest Refining Co. in its Grass 
Creek, Wyo. field, and later en- 
tered the shipping business in 
New York. He has been assistant 
treasurer of the Ethyl Corp. since 
1927. 


American Oil Pump, Tank 
Under New Management 


CINCINNATI, O.—Official an- 
nouncement has been made of the 
organization of a new corporation 
to be known as American Pumps, 
Inc., to take over the entire busi- 
ness of the American Oil Pump 
and Tank Co., of this city, which 
for over 20 years has been among 
the leading manufacturers of 
gasoline pumps and service sta- 
tion equipment. 

While the executive manage- 
ment of the new corporation is 
radically different from that of 
the former company, it is stated 
that the engineering and produc- 
tion staff responsible for “Amer- 
ican” equipment has been re- 
tained intact. The new manage- 
ment brings with it substantial 
new financing. 


Robert Emmett Schlegel, Cin- 
cinnati manufacturer, who has 
been serving as trustee pending 
re-organization, is president of 
the new company; J. E. Jones of 
Richmond, Ind. is vice-president, 
and J. H. Timmers is secretary 
and treasurer. 


Borg-Warner Div. t to Have 


Philadelphia, Pa. Branch 


CHICAGO. — Within the next 
week Borg-Warner Service Parts 
Co., a division of Borg-Warner 
Corp., will announce the opening 
of a new warehouse branch in 
Philadelphia. Over 6200 square 
feet of floor space will be used 
for stocking a complete line of 
automotive products manufac- 
tured by this corporation. 

Readily accessible to all whole- 
salers of automotive parts in 
Philadelphia and the surrounding 
territory, the new branch will be 
managed by Henry E. Eden, for- 
merly connected with Borg-War- 
ner in New York. The warehouse 
is located at 1418-1424 Melon st. 
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The News of Automotive Advertising 


By GERRY SCHURMAN 


The Oil Men— 


Next week is “Lubricate for Safety Week”’ and oil com- 
panies have lined up solidly in the campaign to educate 
the public on the importance of lubrication to accident 


prevention. 


Backbone of the campaign is a barrage of advertising 


which has been in evidence for 90 days. 


It is unlikely that 


any one who can read a newspaper or magazine or listen 
to a radio program hasn’t heard of the importance of 


proper car lubrication. 


It would take more time and 
more space than we have here to 
completely list all the oil com- 
panies and advertising that are 
backing up “Lubricate for Safety 
Week.” Here, however, are some 
of the bigger companies’ efforts. 


Standard Oil of Indiana has 
used newspaper and weekly 
papers reaching the hinterlands 
to carry the slogan “Lubricate for 
Safety Every 1,000 Miles.” Quaker 
State is using the Saturday Even- 
ing Post to voice the safety idea. 
Socony-Vacuum is another na- 
tional magazine user devoting 

pace to safety. In the Buffalo 

ea, the company has _ been 
warding $10.00 daily to a driver 

oted by its scouts executing a 
bit of skilful driving. Retail deal- 
ers of Atlantic Refining are dress- 
ing up their windows to call at- 
tention to safety. 

Radio and point of sale public- 
ity is being used by Cities Service. 
Sinclair Refining is plugging it 
through its radio minstrel show. 
Chek-Chart has prepared radio 
announcements available to all its 
customers (see Fourth Dimension, 


May 16), Texaco dealers have been | 


instructed to carefully inspect 
their customers’ cars for safety 
defects. Sun Oil has instructed 


dealers to promote safety with | 


every sale. 

On the coast, Shell Oil, Union 
Oil and Associated Oil have swung 
into the safety campaign. Im- 
perial Oil, in Canada, is using 
posters to publicize the 


idea. 


Alemite has distributed posters | 
dealers. | 


and handouts to _ its 
Speakers are being sent out by 
other companies. 
New Jersey is appealing to 


customers to use moderation in 


“Lubri- | 
cate for Safety Every 1,000 Miles” | 


Standard Oil of | 
its | tual benefit. 


Millions are being spent in cur-| 


o— se 





driving and pointing out the ex-| 
travagance of fast driving. Stand- | 


ard of Ohio blanketed the 


with an advertisement calling at-| 


tention to the part lubrication 
plays in safety. 


—And The Auto Men— 


But not all the promotion is be- 
ing done by the oil companies. 


state | : . 
* | effort between the oil companies 


industry | Ge 
effort | 
idea of the| Mir 
safety movement into a more co-| 


| 
| 
| 
} 
| 


| of the two could plan a long-time | 
|campaign to pool 


The automobile and parts manu-| 


facturers are solidly behind the 
safety movement. 


Buick has gone far with its 
Safety Legion, and reports that 
well over 100,000 have joined up. 
With a goal of 2,000,000, Buick 
dealers are plugging hard. Hud- 
son has used newspaper space 
promoting safety. Auburn-Cord, 
through its new Auburn-Cord 
News, emphasized “Lubricate for 
Safety Week.” 

Oldsmobile has turned over 
fleets of safety cars to police de- 
partments. Equipped with loud 
speakers, the cars will promote 
safety for the next 12 months. 

Pontiac zone men and dealers 
are pushing the value of lubrica- 
tion and 300,000 owners receive 
the message through the Owners’ 
Magazine. Plymouth’s movie, 
“Everybody’s business” is being 
shown nationally and in a muni- 
cipal court in Los Angeles is 
shown daily to traffic violators. 

Graham has just completed its 
national economy and safety runs, 
under the direction of Cannon- 
ball Baker, himself a great safety 
exponent, who presented a safety 
scroll to mayors along the run. 
De Soto has a safety slide film for 
national release. The film shows 
the causes of accidents and how 
they can be overcome. In addi- 





tion, the company has a white 
safety car working with the 
Philadelphia Automobile Club. 

Dodge dealers are currently of- 
fering free safety tests. A record 
is kept of any defective features 
and follow-up letters urge the 
owner to have the work repaired. 
Chrysler is back of the same idea 
and is offering free brake tests. 

The industry as a whole is sup- 
porting, through the AMA, an ex- 
tensive campaign. General Mo- 
tors in its institutional radio pro- 
grams has given short talks on 
safety. In addition, the company 
has numerous safe driving book- 
lets available to the public. 

Every automobile company has 
contributed to the AMA’s cam- 
paign for research and promo- 
tion. 

Bendix is holding the Highway 
Safety Convention next week and 
estimates that 30,000 service or- 
ganizations will be represented. 
Studebaker, through co-operation 
of South Bend authorities and the 
South Bend Tribune has been con- 
ducting research 
trol and safety. 


—Should Get Together 


All of which brings us to this:'| 


first few heaviest 
in the country are 


Among the 
advertisers 


the automotive and petroleum in- | 
they) 
have the same objective; they are | 


dustries. Fundamentally, 
both dependent upon an America 
on wheels. 
amples of what can be done 
each uses its resources to promote 


safety. Much more could be done | 


in traffic con-| § 


We've just shown ex-| 
if | 





not depend upon a product to 
sell itself against competitors 
without sound advertising sup- 
port. Times have changed since 
the philosopher said that if you 
build a better mouse trap back in 
the forest people will beat a path 
to your door. In these days you 
not only have to advertise the 
mouse trap but you have to ad- 
vertise the forest as well. 


“Tt doesn’t make any difference | 


what type of advertising you are 
interested in,” 
“or what type you happen to be 
doing, there is just one thing for 
all advertising people to bear in 
mind, and that is—your ultimate 
‘boss’ in business is none other 
than John Q. Public. And adver- 
tising’s future security depends 


upon what we do to uphold the} 


priceless franchise which we have 
with the public.” 


The Wheel Turns Again 
The Studebaker Wheel, which 
at one time had a circulation up- 
wards of a million, has been re- 
vived. It was temporarily dis- 
continued in 1923. 
It starts publication again with 


concluded Corpe, | 





nearly a quarter of a million cir- 
culation. 


Summer Show 

Frank Crumit and Julia San- 
derson, musical comedy song 
team, have been signed for Gulf’s 
summer show. They are sched- 
uled for an extensive Columbia 
network Sundays from 7:30 to 8 
p. m., EDST. They will be sup- 
ported by Hal Kemp’s orchestra 
and will appear during Phil 
Baker’s vacation. 


| Tie-In 


Standard Oil of New Jersey 
will tie in with the news this 
summer and take advantage of 
news breaks in which Esso plays 
a part. The arrival of the Hin- 
denburg occasioned a special ad 
in about 400 papers. Other spe- 
cial advertising will include the 
arrival of the Queen Mary and 
the 100,000,000th mile of United 
Air Lines, to be flown next month. 


Notes 
Gordon S. Broholm, Detroit, rep- 
resenting the Midwest Farm Pa- 


---Coming 
une 24th? 


Each year our readers await the 


Cox 
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if these resources were pooled to| ¢ 


work together toward the same 
end. Co-operation between the 
two industries would bring a mu- 


rent safety movements. It would 
seem to us that a co-ordinating of 


automobile 
duplicate 


and the 
would eliminate 
and strengthen the 
hesive plan. Perhaps a committee 
ideas to take 
advantage of the tremendous pro- 
motion potentials. A co-ordinated 
effort would seem to us to offer 
mutual benefits. Individual iden- 
tities would, of course, have to be 


retained, but the underlying} 
principle would have the advan- | 


tage of extra promotion. Already 
accident figures bear out the con- 
tention that the most powerful 
weapon in the war on safety is 
education. A pooling of efforts 
might eliminate a duplication 
waste. 


Advertising’s Boss 

“Advertising today is a job, not 
simply of selling goods, 
selling goods in such a way that 
at the same time we construc- 
tively guide and strengthen pub- 
lic opinion towards the people who 
make these goods. 

“Taking the reverse of this 
proposition, this is no time to sell 
goods by advertising which tears 
down a competitor’s reputation. 
Advertising which seeks to sell 
by the destruction of some one 
else’s good name serves to dis- 
credit all advertising.” 

This was the statement of 
Thomas H. Corpe, Buick’s direc- 
tor of advertising and sales pro- 
motion, speaking before the Flint 
Advertising Club this week. 

“In these modern days you can- 


but of | 
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pers, has moved his offices to 542 
New Center Blidg., only a few 
doors away from ADN.... The 
Acheson Colloids Corp. is starting 
in June a series of full bleed 
pages in trade journals to feature 
colloidal graphite in crankcase, 
upper cylinder and spring spray 
oils. 


Frederick Rollin White 

CLEVELAND. — Frederick Rollin 
White, chairman of the board and 
former president of the Baker-Rau- 
lang Co., died at the Cleveland Clinic 
Hospital last week after a short ill- 
ness. 


Mr. White 


was the son of one of 
the founders of the White Sewing 
Machine Co. At the time of his 
death, Mr. White was also a direc- 
tor in the American Ball Bearing 
Co., the Caxton Building Co., and the 
Dynoec Co. He was a member and 
former president of the Union Club, 
and a member of the Kirtland Coun- 
try Club and the Chagrin Valley 
Hunt Club of which last he was also 
one of the founders. 

Surviving are the widow, three 
children, Frederick Rollins jr., Mary 
Caroline, and Frances’ Elizabeth; 
and a sister, Mrs. Walter C. Baker. 


review and reference supple- 
ment to ADN which has been 
renamed the 


AUTOMOTIVE 
ALMANAC 


which this year will be mailed 
with the edition of June 24th. 





This book, which finds a perma- 
nent place on the desk of every 
man in this industry, will in the 
1936 edition contain the most 
complete break-down of car and 
truck statistics ever published. 
Hundreds of our readers have 
already ordered extra copies for 


as many different uses where 


the book has been 


found in- 


valuable. 


We predict that the few thou- 
sand extra copies we are bind- 


ing this year will be exhausted within a few weeks of publication. This, then, is 


WARN YOU 


that you should place your order for extra copies today. Send no money; we 


will invoice you at time of shipment. 
ee ee ee ee ea 


ORDER EXTRA 


COPIES NOW> 


- - PRICE TO - - 
NON-SUBSCRIBERS 


$3 per copy 
TO ADN SUBSCRIBERS 


$1.50 per copy 


AUTOMOTIVE DAILY NEWS, 


Detroit. 


Enter our order for ......... 


_ extra copies of the 


| 1936 AUTOMOTIVE ALMANAC 


i and send invoice for same to 


(If subscriber to ADN kindly tear out the address label from 
wrapper in which you received this copy.) 
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ooo Outstanding values . . . better and still They are the things that are reflected not only in 


better products . . . the ever-present determination the outstanding values of General Motors products, 


to render greater service—to earn and hold the but in the directness and sincerity of General 


confidence of the public... Motors advertising. 


These, beyond question, are the things upon which Campbell-Ewald Company esteems highly the 


General Motors — over a long period of years — privilege that it enjoys in having a part in the de- 


has built its dominant place in industry—the things velopment of General Motors advertising and in 


that have given to it its position of leadership. working with and for this great industrial leader. 


“ADVERTISING WELL DIRECTED“ 


CAMPBELL-EWALD COMPANY 
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